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Section 213’s Intent: Dineen 


NEW YORK—Among other reasons, 
the fact that the minimum deposit 
plan of selling life insurance is, in 
effect, a way of getting around the 
expense limitation law of New York 
weighed heavily with Northwestern 
Mutual in its decision not to issue the 
high early cash value policies on 
which the minimum deposit plan de- 
pends. ‘ 

Vice-president Robert E. Dineen, in 
his talk at the big eastern regional 
meeting of Northwestern Mutual, told 
the agents why the company had 
made this decision, after a “long hard 
look at this at least temporarily ex- 
panding field.” He commented that 
where a minimum deposit sales con- 
templates “stripping” the cash values 
for the contract through borrowing, a 
55% first-year commission on the un- 
stripped contract is actually equivalent 
to more than a 90% first-year com- 


Report New Officers 
Elected By NAIC 


A mail ballot of members of the 
executive committee of National Assn. 
of Insurance Commissioners is under- 
stood to have resulted in the election 
of the following: 

President, Paul Hammel of Nevada; 
vice-president, Sam Beery of Colorado, 
and chairman of the executive commit- 
tee, T. Nelson Parker of Virginia. 

Arch Northington of Tennessee, who 
had been president, resigned as com- 
missioner in a clash over automobile 
insurance rates, creating a vacancy 
which could be filled only by election. 
Mr. Hammel on Christmas day suffered 
a heart attack at first described as 
critical but he is reported currently to 
be making a fine recovery. He had 
been vice-president, and Mr. Beery 
had been chairman of the executive 
committee with Mr. Parker as vice- 
chairman. 

These elections will stand until the 
annual meeting in June at Boston. It 
does not necessarily follow that all 
will be reelected to these positions at 
that time. 


Thacher Is N. Y. 
Superintendent 


Gov. Rockefeller has appointed 
Thomas Thacher, New York lawyer, 
superintendent of the insurance de- 
partment. He succeeds Julius S. Wikler, 
who will, however, stay on with the 
department as a consultant. Mr. 
Thacher, 42, is a partner in the law 
firm of Simpson, Thacher & Bartlett. 
A graduate of Yale law school, he is 
the son of the late Thomas D. Thacher, 
once Solicitor General of the U.S. and 
a federal judge for the southern dis- 
trict of New York. Mr. Thacher’s ap- 
pointment, which now goes to the 
state senate for confirmation, continues 
the tradition of having an attorney as 
insurance superintendent. 





mission measured against the first- 
year out-of-pocket expenditure by the 
buyer. 

Yet, Mr. Dineen pointed out, the 
underlying philosophy of section 213 
of the New York law is that the maxi- 





Grant L. Hill 


Robert E. Dineen 


mum first-year commission rate of 
55% may be paid on the full premiums 
on whole life plans only, and that the 
commissions on other plans, such as 
term, shall be correspondingly less. 
“When the statute was originally 
adopted,” he said, “the word ‘strip- 
ping’ was not part of the language of 
life insurance. The drafters of the 
statute never contemplated that the 
cash value would be ‘stripped’ from 
the insurance portion of the contract 
as a part of the sale and that through 
a paper transaction, ordinary life com- 
missions would be paid for what is 
(CONTINUED ON PAGE 14) 


Goldberg Castigates 


Mutual Funds As N. Y. 
Agents Get Pointers 


By WILLIAM MACFARLANE 


NEW YORK—The educational meet- 
ing of New York City Life Underwrit- 
ers Assn. was the scene of an un- 
merciful pillorying of mutual funds 
when Victor R. Goldberg, general 
agent of Mutual Benefit Life at Hemp- 
stead, N. Y., and highly vocal arch- 
enemy of the funds, laced into them 
in a knockdown, drag-out speech that 
had obvious appeal to most of those 
at the heavily attended gathering. 

Mr. Goldberg has been accused by 
the mutual fund people of being some- 
what less than impartial and objective 
in his attack on their merchandise 
and their sales methods—in fact, the 
National Assn. of Investment Compa- 
nies protested to the New York City 
Life Underwriters Assn. against his 
being permitted to address the asso- 
ication. 

Believing that the usefulness of Mr. 


Goldberg’s talk to life insurance men 
(CONTINUED ON PAGE 18) 


Dean Musser Is 
Ore. Commissioner 


V. Dean Musser, 43, deputy insurance 
commissioner for the past four years, 
has been elevated to commissioner of 
Oregon by Gov.-elect Mark Hatfield. 

Before going with the department, 
Mr. Musser was in the insurance 
business for seven years. 





Republic National Jumps From $1 Billion 
To $2 Billion In Force In Only 31 Months 


Republic National Life, which reg- 
istered $1 billion of insurance in force 
only 31 months ago, has reached the 
two billion mark. As far as is known, 
only one other life company has 
jumped from one billion to two billion 
in such a short time. 

The company, which optimistically 
had planned to reach $2 billion by this 
coming December, arrived 11 months 
early. The two billion figure was at- 
tained under Theo. P. Beasley, found- 
er and president, who at 28, organized 
Republic Mutual Life in Missouri in 
1928. Two years later, the insurer 
became a stock company, and follow- 
ing the purchase of Republic National 
Life of Dallas, the company relocated 
there in 1937. 


Steady Growth Since 1937 


Since then, the company has expe- 
rienced a steady growth in life, A&S 
and group sales as is evinced by its 
splendid in-force achievement. Impor- 
tant gains have been recorded in A&S 
and in group benefits, and the rein- 
surance division has enjoyed its best 
year since it was organized 11 years 
ago. With sizable additions to life 
insurance in force thus far in January, 
the company has exceeded the two 
billion mark and is confidently making 


plans for acquiring $3 billion before 
much time elapses. 

Adopting the slogan, “The Only Way 
to Grow Is Go,” Republic National in 
1958 expanded its operation into Cali- 
fornia, Washington, Wisconsin, Alaska, 
and Puerto Rico. It now does business 
in 40 states plus the District of Co- 
lumbia, Hawaii and Puerto Rico. 


Bank Loan Program 
Produced $199,510 
Loss, Insured Says 


Complaint In Cal. Suit 
Gives Details Of Purchase, 


Charges Misrepresentation 


The suit for $419,020 brought in 
California against three insurers and 
five John Does charging false repre- 
sentation of a bank loan plan, goes 
into the detail of how the plaintiffs 
were sold the bank loan plan and how, 
they allege, it produced total losses to 
them of $199,510. 

The suit is brought by Albert H. 
and Genevieve Newton, who say they 
followed the advice of their life agents 
to purchase an integrated program of 
bank loan insurance with disastrous 
results. They claim general damages 
for losses incurred of $199,510; mental 
anguish and distress damages of $20,- 
000, and punitive damages $199,510. 

New York Life, Manufacturers Life 
of Canada and Dominion Life of Can- 
ada, and John Does one to five are 
the defendants. The true names of the 
John Does are said to be unknown to 
the Newtons who will ask leave to 
amend the complaint to disclose the 
names and capacities of the John Does 
when these are ascertained. 


Twelve Policies In 1949 


The complaint states that Lloyd 
Steadman and Wayne H. Wentner 
have been selling life insurance as 
agents for the defendant companies 
and represented themselves to the 
Newtons as expert insurance and 
annuity counselors and specialists in 
the so-called bank loan plan. In 1949 
Wayne Wentner sold the Newtons 12 
policies in New York Life on the 
lives of their three children, the con- 
tracts having a total face value of 
$300,000. In 1951, the Newtons dis- 
covered that the annual premiums of 
$11,173 for these policies were “over- 
burdening their life insurance program 
and they consulted with Wentner to 

(CONTINUED ON FOLLOWING PAGE) 








Theo. P. Beasley, president Republic National Life, is shown congratulating 


Jack Oltorf, Midland, Tex., leading producer, on his part in helping the com- 
pany reach two billion of life insurance in force in record time. Shown in the 
picture from left to right are W. N. Stannus, senior vice-president of reinsur- 
ance; Clarence J. Skelton, senior vice-president of production planning; Mr. 
Oltorf, Mr. Beasley, and George R. Jordan, senior vice-president of group. 
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the premium load. Wentner states to 
plaintiff that the ‘bank loan plan’ was 
the answer to plaintiffs’ problem o 
excess premium burden. Wentner in- 
troduced Steadman to, plaintiffs and 
represented to them that Steadman 
could set up for them an integrated 
life insurance program under the so- 
called ‘bank loan plan’, which would 
be suitable for and fit the needs of the 
plaintiffs and their family. Steadman 
and Wentner represented to plaintiffs 
that under such a plan they could 
carry as much or more insurance as 
they were then carrying at a savings 
averaging nearly $9,000 per year. 
Wentner and Steadman obtained from 
plaintiffs for defendants complete in- 
formation concerning plaintiffs’ income 
and existing insurance program. Plain- 
tiffs made a fuil disclosure to Wentner 
and Steadman of all such information 
and affairs of which inquiry was 
made and said information was com- 
municated by Wentner and Steadman 
to defendants.” 

At all times, the complaint says, 
Wentner and Steadman sought to 
obtain “complete trust and confidence” 
of the Newtons and to have the New- 
tons rely on their skill, experience and 
knowledge, which the Newtons did. 

In June, 1951, the Newtons gave 
Wentner and Steadman all of their 
outstanding life and annuity policies 
for the purpose of study and recom- 
mendation. These policies were: 


Company Date of Contract Amount 
On life of Albert H. Newton 
Issue Form Payable 
$ 

NYL 9/24/28 Ordinary 5,000 
"4 1/16/30 - 2,500 
° 1/16/30 i 5,000 

West Coast 3/14/30 Endow. @ 85 12,500 

NYL 4/7/31 Ordinary 5,000 

Equit. Soc. 11/28/31 19% Pay 15,000 
gs “11/28/31 Ret. Ann 

@ 6 Cash Val. 

Nw Mut. 7/16/32 Ordinary 10,000 
al« 3/4/35 20 Pay 10,000 
uitean 3/4/35 20 Pay 10,000 

Equit. Soc. 11/30/37 Sing. Prem 

15 Year End 10,000 

Nw Mut. 11/30/38 Sing. Prem 

20 Year End 2,500 

NYL 4/7/38 Sing. Prem. 

15 Year End. 2,500 

Aetna 1/1/38 Sing. Prem. 

15 Year End. 2,500 

Nw Mut 7/8/38 Sing. Prem. 

20 Year End. 2,500 

BMA 8/4/38 16 Year End. 4,000 

Sing. Prem. 

Nw Mut 11/30/38 20 Year End. 10,000 
o 7/25/45 Ordinary 25,000 
<a 7/25/45 - 25,0 

NYL 9/7/45 eed 25,000 
m 9/7/ x 25,000 

On life of Genevieve Newton 

NYL 4/2/48 Ordinary 50,000 

On life of A. H. Newton Jr. 

Cal.-West. 3/4/32 20 Year End. 1,00 

NYL 3/24/49 15 Pay 100,000 

On life of Nancy G. Newton 

NYL 3/7/49 15 Pay 100,000 

On life of Michael R. Newton 

NYL 3/7/49 15 Pay 100,000 


After studying the policies, Stead- 
man and Wentner delivered to the 
Newtons a “blue book” folder of 
tables dated July 27, 1951, “represent- 
ing that the same showed the financial 
effects of converting plaintiffs’ existing 

(CONTINUED ON PAGE 24) 


FTC Dismisses Four 
More A&S Complaints 


WASHINGTON—Federal Trade 
Commission has dismissed for lack of 
jurisdiction A&S falls e-advertising 
complaints against National Bankers 
Life of Dallas and Bankers Life & Cas- 
ualty, LaSalle Casuaity and Prudence 
Life, all of Illinois. 

In the Bankers L.&C. case the hear- 
ing examiner had recommended dis- 
missal for lack of evidence and public 
interest. In others the examiners had 
recommended issuance of cease and de- 
sist orders. 
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Life Industry Backs 
Fisenhower Drive To 
Balance U. S$. Budget 


NEW YORK—tThe life insurance in- 
dustry, through its economic policy 
committee, headed 
by President O. 
Kelley Anderson 
of New England 
Life, has come out 
in full support of 
President LEisen- 
hower’s drive to 
balance the feder- 
al budget for the 
1960 fiscal year as 
a basic move in 
the fight against 
inflation. 

Contending that 
the economic and recovery prospects 
for 1959 justify the President in his 
expectations that the budget could be 
balanced at income and outgo levels 
of about $77 billion, the statement de- 
clared: 

“If this country is to take seriously 
the threat of inflation, with its dev- 
astating effects upon our economy and 
the welfare of its citizens, the Presi- 
dent’s action should enlist universal 
support. 

“A balanced budget means living 
within our means. It is a sound step 
necessary to avoid a further drop in 
the purchasing power of the dollar. To 
incur a federal deficit in prosperous 
times would surely produce a further 
rise in the cost of living.” 


Outlines Economic Prospects 


As for the economic prospects for 
the year, the statement said: 

“The decision to bring the federal 
budget into balance in the next fiscal 
year is supported by economic de- 
velopments in recent months. Since 
the low point in the short business re- 
cession reached last spring, an excel- 
lent recovery has been achieved and 
the national economy is again ap- 
proaching all-time highs of business 
activity. Mpst economists trained in 
business forecasting anticipate that re- 
covery will continue in 1959. Under 
the business conditions which are de- 
veloping our system of taxes should 
produce the required revenue to meet 
the estimated budget of $77 billion.” 





O. Kelley Anderson 


Columbian ‘National, 
Hartford Fire Stock 
Exchange Tops Quota 


Stockholders of Columbian National 
Life have deposited more than 95% 
of their stock to be exchanged for 
capital stock of Hartford Fire. This 
makes it possible for Columbian to 
become a member of Hartford Fire 
group. At least 80% of Columbian 
shares had to be tendered under the 
agreement. The exchange was on the 
basis of 10 shares of Columbian for 
seven shares of Hartford Fire. The 
plan was approved by the Connecticut 
insurance department at a hearing in 
November. 


To Increase Capital Stock 


Stockholders of Hartford Fire voted 
Jan. 6 to increase the capital stock by 
$75,000 shares in line with the ex- 
change. Hartford Fire also extended 
the period for exchanging stock to 
Jan. 30. 


Unions Back Bill 
For U.S. Employes’ 
Health Benetit Plan 


WASHINGTON—Backed by the 
AFL-CIO, and hence a measure to be 
taken seriously, a bill authorizing a 
contributory system of health bene- 
fits for federal civilian employes and 
their dependents has been introduced 
by Rep. Morrison of Louisiana, second 
ranking Democrat on the House Post 
Office and Civil Service Committee. 

The bill is much like the labor- 
sponsored legislation proposed in the 
last Congress except that the govern- 
ment contribution on the basic cover- 
age would be two-thirds instead of 
one-third. 

The proposal has also the active 
support of Sen. Olin Johnson of South 
Carolina, chairman of the Senate Post 
Office and Civil Service Committee, 
who with Rep. Morrison led last year’s 
successful fight to get government 
civilian workers’ salaries increased. 


No Administration Support 


The administration is not backing 
this bill on the ground that all A&S 
proposals thus far made would be 
costly and the doubling of the govern- 
ment’s contribution rate proposed in 
the Morrison bill would make it addi- 
tionally objectionable. 

Employes could choose to enroll in 
one of four types of plans, such as 
Blue Cross-Blue Shield, cash indem- 
nity plans of private insurers, plans 
sponsored or underwritten by a na- 
tional association of federal employes 
where the employe is a member, or 
group practice prepayment plans such 
as that offered by Health Insurance 
Plan of Greater New York. 

Under the bill, the Civil Service 
Commission which will administer 
the system is authorized to call for 
competing bids by national plans 
which would have to meet basic bene- 

(CONTINUED ON PAGE 4) 


Leigh Cruess Dies, 
Mutual Of N. Y. V-P 


NEW YORK—Leigh Cruess, vice- 
president and chief actuary of Mutual 
of New York, died 
at Overlook Hospi- 
tal, Summit, N. J., 
after a long illness. 

Mr. Cruess was 
born in Ontario 
and would have 
been 65 years old 
on Feb. 9. He en- 
tered the life in- 
surance business 
with Home Life of 
New York in 1919, 
becoming under- Leigh Cruess 
writing vice-president before going to 
Mutual of New York as vice-president 
and manager of selection in 1941. He 
became vice-president and chief actu- 
ary in 1948. 

An organizer of Home Office Life 
Underwriters Assn., Mr. Cruess served 
as its president, as secretary of the Life 
Insurance Medical Research Fund, and 
as chairman of the committee on mor- 
tality under ordinary insurance and 
annuities of Society of Actuaries. He 
served on the society’s board of gov- 
ernors. He became a fellow of the so- 
ciety in 1923. 

Mr. Cruess’ family asked that in lieu 
of flowers, contributions be sent to the 
American Cancer Society. 
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2 Major Companies 
Urge SEC's Defeat 
On Variable Annuity 


WASHINGTON—Mutual of New 
York and State Mutual Life have filed 
a joint amicus curiae brief in support 
of Variable Annuity Life and Equity 
Annuity Life in their fight against 


the jurisdiction claimed by Securities ” 


& Exchange Commission. 


The case was scheduled for argu- 


ment before the U. S. Supreme Court 
this week. 

After noting that Mutual Life and 
State Mutual are each licensed in all 
states and the District of Columbia, 
the brief states that their interest in 


the litigation is in having the issuance © 


of variable annuities recognized as a 
proper insurance function so _ that 


such contracts, in both individual and | 


group forms, may be developed with- 
in the same framework of legislation 
and regulation as that applicable to 
all other life insurance contracts. 


Question At Issue 


“The question presented in _ this 


case,” the brief continues, “is whether © 
the sale to the public of variable an- © 
nuity contracts—that is to say, con- | 
tracts the reserves for which are sup- 


ported by investments primarily in 


equities, with the amounts of annuity | 


payments varying with investment 
experience—are subject (a) to the 


federal system of securities regula- © 


tion, (b) to the state system of life 
insurance regulation, or (c) to both 
systems. Petitioner, Securities & Ex- 
change Commission, contends that they 
should be held subject to the federal 
system or to dual regulation by both 
federal and state systems. 

“It is respectfully submitted that 
variable annuities are insurance con- 
tracts and that it is in the public 
interest that, to the extent that vari- 
able annuities are offered to the pub- 
lic, they be subject to the comprehen- 
sive systems of life insurance regu- 
lation provided by the states. 


Contract Is True Annuity 


“There can be no question that the 
variable annuity has, for the reasons 
stated in respondents’ briefs, the 
unique characteristics of certain life 
insurance contracts—the liquidation 
through income payments of a prin- 


cipal sum, together with the invest-_ 


ment earnings thereon, exactly over 
the human life span, 
through the pooling-of large numbers 
of mortality risks. 


“The life insurance business is the | 
the | 


only business which employs 
highly specialized techniques, under 
experienced state. life insurance regu- 
lation and supervision, and requiring 


trained actuarial knowledge and skills © 
by means of which such contracts, on — 
both an individual and a group basis, | 


can properly be offered to the public. 
Cites CREF Precedent 


“It is significant that the linking of 
the annuity principle withequity in- 
vestments was placed in viable form 
by Teachers Insurance & Annuity 
Association, the company providing 
the retirement plans for institutions 
of higher learning throughout the 


country. It is also significant that the © 


special enabling legislation for CREF 
(College Retirement Equities Fund) 
(CONTINUED ON PAGE 12) 
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lation PorTeR O. PAYNE Mr. F. J. O’Brien, Vice President 
le to | Franklin Life Insurance Company 
Springfield, Illinois 
Porter Payne learned well : : 


this the lessons of competition Dear O’B: 


“— : aha diiaenmaeeniaall I should like to take this opportunity to express to all of you 
con- | the aver of Georgie at the Friendly Franklin my sincere thanks for the cooperation 
SUp- where, in two successive you have given me since I came with the company. 


ly in years, 1948-49, he earned 
nuity © All-American football It was my vow at the beginning of the year to sell a million of 


~—_ | honors. He also played on insurance and I find that through November 30th I have sold 
$1,104,707. My first year commissions on this 11 months’ 


+“ the winning All Star team ‘ 
i _ in Chicago in 1950. production should exceed $25,000. 
Ex- © Without the Franklin specials I feel this would have been an 


Pra: ; impossibility. But I find public acceptance of our plans to be 


deral 
both amazingly high. 


Atlanta, Georgia 
December 3, 1958 


ae senweee 





If I am to repeat my performance in 1959 I realize I must apply 
some of the principles I learned in playing football. It is important 
to follow through after tackling a job and to block out all obstacles 
that might stand in the way. 


that 
con- 
ublic 
vari- © 
pub- | 
hen- © 

egu- My sincere thanks to all you at the Home Office; Henry 
Wagnon, my General Agent; and Knox Wyatt, my Regional 


Manager, for this opportunity. 
onal Cordially, 
the © 
Porter O. Payne 





An agent cannot long travel at a faster gait than the company he represents! 
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Unions Support Bill 
For U.S. Employes’ 
Health Benefit Plan 


(CONTINUED FROM PAGE 2) 
fit standards, which include 120 days 
of hospital care in semi-private ac- 
commodations, in-hospital medical and 
surgical benefits, and outpatient ben- 
efits. 

Rep. Morrison said employes would 
be free to transfer enrollment at year- 
ly intervals from one type of plan to 
another. They would not become the 
“permanent captives of a private in- 
surance monopoly,” nor would the gov- 
ernment be placing itself in the posi- 
tion of promoting one type of insurer. 

In addition to basic benefits, the 
bill provides group major medical ex- 
pense coverage. The Civil Service 
Commission is authorized to purchase 
one major medical plan from one or 
more insurers. 

Major medical will not take etfect 
until all medical, hospital and surgi- 
cal expenses provided for in the basic 
plan have been met. Then employes 
would be subject to a deductible of 
$100 if they earn $6,000 a year or less, 





one of the 








ance industry 


(except single premium). 


n gne of the 


usiest 


Comparable year-to-date figures show that Central Life’s 
Sales have consistently run well ahead of the life insur- 
as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
The quantity discount idea, 
first introduced in the United States by Central Life in 
1955, is another example of the sales-minded leadership 
that’s making one of the best one of the busiest, too! 


Caitial Life 


ASSURANCE COMPANY, 
Progressive and competitive, yes ... but not 


at the expense of financial security 
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$200 on earnings from $6,000 to $11,000, 
and $300 on earnings above that. The 
major medical would provide for pay- 
ments of 75% of all medical, surgical 
and hospital expenses above these 
terms. 

Government’s Contribution 

The government would pay two- 
thirds of the cost of plans selected by 
employes and full cost of major medi- 
cal up to a maximum contribution of 
$2.50 bi-weekly for the individual 
employe or $7 bi-weekly for em- 
ploye and dependents. The remainder 
of the cost would be withheld from 
salaries. Provision is made for in- 
creased government contributions for 
retired employes. The amount paid by 
employes prior to retirement would 
remain at the same level, and any 
necessary increase in charges would 
be paid or funded in advance through 
the government contributions without 
regard to the maximum limits estab- 
lished for active employes’ contribu- 
tions. 

The bill also establishes a fund into 
which the government contributions, 
the sums withheld from salaries and, 
in the case of retirees, from annuities, 
would be paid. 
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ASSETS | $160 Million 

SURPLUS | $1342 Million 

INSURANCE | $520 Million 
IN FORCE 









Seeks Trustee Status 
In Handling Pensions 


During Accumulation 


NEW YORK—The joint legislative 
committee on insurance rates and reg- 
ulation will hold a hearing at 10:30 
a.m. Jan. 23 on the proposal to permit 
life companies to act as trustees during 
the accumulation period of group re- 
tirerment contracts, where employers 
desire this service. 

The object is to permit greater va- 
riety in investments, including equi- 
ties, than is possible where funds are 
part of the companies’ general assets, 
and also to put life companies on the 
same federal income tax basis as banks 
and trust companies in offering retire- 
ment plans. 


Cites Tax Inequality 


Robert L. Hogg, vice-chairman of 
Equitable Society, in his recent testi- 
mony before the Mills subcommittee 
of the House ways and means com- 
mittee, estimated that inequality of 
tax treatment increases the cost of in- 
sured plans about 742% over trusteed 
plans. 

The proposal contemplates that 
guaranteed-dollar annuities would be 
issued by insurers as employes retire. 
The hearing will be held at the New 
York Bar Assn. building, 42 West 44th 
street. 


December sales of individual life 
insurance by Occidental Life of Cali- 
fornia reached an all-time high of 
$115,076,821, surpassing the previous 
monthly record of $106,273,991 estab- 
lished in October. 


January 17, 1959 


Columbus Mutual 
Ruling Entry 
To Be Delayed 





The U. S. district court ruling that 
Columbus Mutual Life policyholders 
own the estimated $18 million surplus 
will not be filed until the new attorney 
general of Ohio can be fully informed 
about the case. 

Mark McElroy, the new attorney 
general, took office Jan. 12. Federal 
Judge Underwood of Columbus, who 
upheld the contention of a group of 
policyholders against Ohio State Life 
which owns Columbus Mutual, has 
withheld filing an official entry of his 
ruling so that all parties might be 
heard on the nature of remedies to 
be granted. The judge indicated he 
would grant an injunction to prevent 
any change in the surplus until the 
case is finally settled. 

Attorneys for the Ohio State Life 
and Columbus Mutual agreed to the 
action in order to speed up filing of 
the ruling so there can be an appeal 
to a higher court. The defendants, 
including Frederick E. Jones, president 
of Ohio State and Columbus Mutual, 
and the directors, contended that the 
stockholders own the surplus of Co- 
lumbus Mutual and that the policy- 
holders have a right to ownership of 
the surplus only if and when the 
directors convert the company to a 
mutual. 

It was claimed by the group of 
policyholders that the directors of Ohio 
State Life, after obtaining control of 
Columbus Mutual, attempted to give 


control of the surplus to Ohio State | 


Life stockholders. 





the advantage of the unusually 
high commissions offered by 
Woodman of the World 

Life Insurance Society, 

the world's financially strongest 
fraternal benefit society. 


For complete information write: 
T. E. NEWTON, FIELD MANAGER, DEPT. N159 





you owe yourself! 











WOODMEN & WORLD: 


LIFE INSURANCE SOCIETY + HOME OFFICE: 1708 FARNAM ST. 
] 
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hicago Irsurance Men Hear ‘59 Outlook; 
Trend Toward Fewer Companies Forecast 


The Insurance Group of Union 
League Club of Chicago turned out in 
ecord numbers last week to hear four 
peakers describe the insurance out- 
ook for 1959. This was by far the 
most successful of these meetings, 
interest reaching such a level that the 
meeting room had to be changed to 
one of larger accommodations. 

Speaking on life and A&S insurance 
was Howard C. Reeder, president of 
Continental Assurance; on property 
insurance, George V. Whitford, vice- 
president in charge of the western 
office of Reliance; on casualty and 
surety, Donald K. Weiser, Chicago 
manager of Aetna Casualty, and on 
legislation, Marion E. Burks, attorney 
and member of the Illinois legislature. 


Merger Trend Growinz 


Mr. Reeder said the most outstand- 
ing trend in the life business for 1959 
is the tendency toward merger, affilia- 
tion or possible liquidation of com- 
panies. There are more than 1,300 life 
companies currently doing business, 
he noted, 67 more than a year ago, and 
more than twice as many as 10 years 
ago. He commented that this expan- 
sion in the number of companies is 
not justified, “and there are certain 
fundamental impulses operating in the 
industry today which I believe will 
mean that many of these companies 
will disappear from the scene before 
too long.” 

In other areas, Mr. Reeder said 1959 
will put the spotlight on the minimum 
deposit and bank loan sales. They 
might go under direct attack, he added, 
expressing the opinion that the busi- 
hess will have to get back to selling 
insurance “instead of selling a gim- 
mick.” Competition from mutual funds 
»will increase if the stock market con- 
ftinues to rise, he added. Variable 
annuities can offer competition to the 
mutual fund idea, and he offered the 


| prediction that the insurance depart- 


ment will allow the variable annuity 
‘tobe sold “sometime.” 

' The federal disclosure act which 
‘oes into effect this year will be a 


| nightmare for those in the employe 
rinsurance field, Mr. Reeder declared. 


‘It will create a real problem for the 
‘ompanies, brokers and buyers. Any 
‘Purchaser or seller of any type of 
g@foup or pension plan will be in a 
difficult situation of having to make 
disclosure on premium, benefits, 
‘cOmmissions paid and to whom.” 
‘there will be no secrets in this busi- 
mess; even the competing brokers and 
pempanies will know the other man’s 
‘Dusiness.”’ 


All-Lines Impact To Be Felt 


| The all-lines impact, on which much 
has been written and more circulated, 
be felt to a greater degree in 
1959, Mr. Reeder said. Many casualty 
and fire companies which have entered 
wife will be getting under way to write 
Substantial business. Mr. Reeder of- 
the opinion that there is no 
and from insured for one-stop 
sevice; it is something that the com- 
Inles would like. 
A good deal has been said about fire 
casualty companies wanting a 
Manced book before they will take 
Ptoperty lines from a broker—in other 
» Words, he must give the company his 
‘life and A&S business if he expects 
the company to take his fire and 
casualty, but Mr. Reeder said “this is 
a lot of baloney. I have yet to see any 
Company work out the balanced book 


Satisfactorily, and if a broker is forced 


to give the life affiliate of a fire and 
casualty company his life business 
today, woe be to that fire and casualty 
company once conditions in the pro- 
perty field change.” 

In the A&S field, one of the big 
problems is the cost of hospital, surgi- 
cal and medical expense insurance. 
Most companies writing group are 
operating at a loss in these depart- 
ments, and an increase in premium 
rates is no solution to mounting costs. 
There is a movement in the A&S field 
to require a more permanent type of 
protection, the result of governmental 
pressure as well as a result of the 
entrance of more life companies into 
A&sS. It appears, Mr. Reeder said, that 
in the future there will be more so- 
called guaranteed renewable policies, 
even extending into the older ages. 
“The problem of guaranteed renew- 
ability and of old-age protection for 
A&S must be solved by the companies 
and their salesmen if we do not want 
Congress to attempt a solution.” 


Tells Mortality Table Effect 


One effect of the new mortality 
table, Mr. Reeder said, will be to put 
the pressure on middle-size stock 
companies to meet the competition of 
the larger ones, and in turn the pres- 
sure will be transmitted to the small 
companies. The net result will proba- 
bly be a decrease in many non-partici- 
pating rates. He noted that margins in 
the life business have been decreasing 
for years, and companies hoping to 
compete on a satisfactory basis in 
view of increased labor costs and 
inflated prices can do so only by a 
substantial average size policy and by 
using modern labor-saving devices 
and electronic equipment. 

One big problem, to all companies, 
and one that will put strength into the 
argument for a gradual decrease in 
the number of companies, is the short- 
age of adequate management teams. 
“Certainly there are not 1,300 adequate 
management teams for the presently 
existing life companies,” Mr. Reeder 
observed. Capable people are in great 
demand, and the lack of trained man- 
power wll contribute to the merger 
impulse. 

Roy L. Davis, midwest manager of 
Assn. of Casualty & Surety Companies 
and chairman of the Insurance Group, 
was master of ceremonies. Moderating 
the session and introducing the speak- 
ers was Levering Cartwright, presi- 
dent Cartwright, Valleau & Co., invest- 
ment securities. 


Schriver Will Address 
Cal. Legislative Dinner 


Lester O. Schriver, managing direc- 
tor of National Assn. of Life Under- 
writers, is to be the principal speaker 
at the legislative dinner sponsored by 
California Assn. of Life Underwriters, 
at Sacramento, March 5. 

The dinner will be held during the 
legislative session and most of the 
legislators are expected to attend. The 
dinner precedes a special meeting of 
the directors of the association, March 
6, at which legislative recommenda- 
tions will be presented by the asso- 
ciation’s legislative committees. 


Sunset Life Ins. Co. of Olympia 
(Wash.) has just completed its best 
year. Sales of ordinary issued-and- 
paid life in 1958 were 59% ahead of 
1957, the company’s best previous 
year. 
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Behind him is the aggressiveness, progressiveness 
and power of one of America’s oldest and most 
highly regarded life insurance companies. Ahead of 
him are endless possibilities through the company’s 
training program, sales aids and customer service. 
Around him are boundless opportunities through the 
Key to Security, Key to Business Security and numer- 
ous other attractive planned programs. Add to 
all these his dedication as a Career Life Under- 
writer, his determination to succeed, and 


you'll see... He’s on the RIGHT ROAD. 


LIFE INSURANCE COMPANY OF IOWA 
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State Mutual Sales 
Hit New Highs In 
December And 1958 


State Mutuals’ sales during Decem- 
ber and 1958 reached record levels in 
all of its three product lines. Individ- 
ual life sales during December were 
$20,122,351, a 23% gain over Decem- 
ber, 1957, and life sales for the whole 
year exceeded $192 million, up 10% 
over 1957 sales. 

Estimated annualized new premiums 
for group life reported in December 





were 44% above the same month in 
1957, and for the entire year of 1958 
amounted to nearly $6.3 million, a 
48% rise. New group life sales, ex- 
clusive of reinsurance, exceeded $45 
million in December and $153 million 
for the year, both records. Group sales 
were significant in view of the general 
industrywide drop in sales of this 
type of coverage. 

New premiums on A&S _ policies 
were 26% above the previous high 
for the month and during the 12 
months of 1958 reached $561,000, a 
31% gain over 1957. 





HieNATIONAL UNDERWRITER 


Equitable Society Has 
New Issue Rates, Adds 
Guaranteed Insurability 


Equitable Society has revised new 
issue premium rates and has added 
a guaranteed insurability provision un- 
der which policyholders may buy ad- 
ditional coverage without medical ex- 
amination at specified future dates. 
The program, which is called “series 
100” includes modernized policy forms 
prepared by electronic machines. 

Among other liberalizations of the 





















* Not yet available in certain states. 











Straight from experience ... our new forward-looking 


SIGNATURE SERIES 


NEW! Modern, attractive, easy-to-read and easy-to-understand 
policy forms. 
NEW! Insurance of Insurability option—guarantees the availability 
of additional insurance protection in the future. 

NEW! Return of Premiums benefit—if insured dies within a cer- 
tain number of years, refund of all premiums is paid in addition to 
the sum insured. 
NEW! Women’s Income Builder policy — with brand new flexible 
provisions for meeting changing needs. 


NEW! Accidental death benefit expanded to include triple indem- 
nity for accidental death on public transportation. 


—and providing certain premium economies for 
policy amounts of $5,000, $10,000 and $25,000. 


Ask about the Signature Series*—its new and liberal features can improve your clients’ insurance programs! 
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BOSTON, MASSACHUSETTS 
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new program are lower premiums an 
higher cash values for larger policiey 
improved and more flexible family ip 
come benefits plus a liberalized fami) 
protection plan that includes more coy. 
erage on the wife; lower premiums fo 
women under all plans on policie 
starting at $10,000; liberalized acg¢j 
dental death benefits at lower premiy 
rates; lower premiums for annu: 
premium annuities and settlement op 
tions with higher guaranteed intere 
rate. 


Palmer Gets Money For 
Three New Employes 


Commissioner Alden C. Palmer of 
Indiana appeared before the stat 
budget committee to seek funds fy 
the hiring of three additional person 
nel for the department. Apparent) 
his presentation was a good one, fy 
he not only got the money he soughi 
but he also received a $1,000 raise fy 
himself, which he did not seek. ¥& 
Palmer was emphatic in his insisten 
that he accepted the commissioner’ 
job at the going salary of $9,500 an 
was not seeking more money {fg 
himself. But the budget committe 
unexpectedly raised the salary 
$10,500. Mr. Palmer admits that thi 
adjustment will make the job mor 
attractive for future commissioners, 

The new departmental funds wi 
be used to hire an _ assistant fp 
securities, an auto-casualty assistan: 
and a field investigator, whose job wil 
be to investigate complaints. 

The state of Indiana _ has beg 
notoriously niggardly in _ allocating 
funds to its insurance department. Thi} 
action of the budget committee wa 
hailed as a step in the right direction 
in bringing Indiana in line with othe 
states of comparable revenue. 


State Mutual Life Group 
In Force Tops $1 Billion 


State Mutual Life, with an assis 
from National Assn. of Securities 
Dealers, has topped the $1  billin 












































mark of group life in force. Membe 
firms of NASD, a State Mutual grow 
policyholder for several years, boost 
ed group in force over $1 billion m 
the last day of 1958 by their respoi 

to an increased schedule of benefit: 
recently added to their policy. 





Prime Opportunity] 
to purchase 
Eastern Life 


Insurance Company 
Organized 1935 


e Selling Life, Health, Accident, and | 
Hospital Insurance. I 

e Licensed to operate in 17 Eastern } 
and Mid-Western states. 

e $15,000,000 Insurance in force 

© $2,400,000 Annual Premium 
Income 

© $3,000,000 Capital and Surplus 

© $4,000,000 Total Assets 

This is a rare opportunity to take over 

a long-established, solid company with 

an enviable reservoir of good will and an 


unlimited sales future. Priced for quick 
sale. Direct your inquiry to— 


BOX E-4, 
c/o National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 
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Mutual Of N. Y. Sets 
Up Communications 


Center; Brion Chief 


NEW YORK—Mutual of New York 
has set up a “communications center” 
at the home office, 
the aim being “to 
keep communica- 
tions lines clear 
and to keep all 
personnel better 
informed, at a 
time when the 
company’s rapid 
growth reduces 
opportunities for 
personal contacts 
and tends to dis- 
rupt lines of com- 
munication,” ac- 
cording to President Louis W. Dawson. 

The center will be part of the pub- 
lic relations division, headed by Vice- 
president Clifford B. Reeves. One 
function will be to transmit informa- 
tion about company activities to its 
10,000 employes, agents, managers 
and other personnel. 

Another purpose will be to keep the 
lines of communication clear among 
departments and between the home 
office and the field. A third function 
will be to save time for key person- 
nel by reducing or eliminating over- 
lapping communications, and by keep- 
ing the language and form of com- 
munications simple, ciear and com- 
plete. 


Believes It’s First 





John P. Brion 


So far as the company knows, it 
is the first major insurer to create 
a central pool of information and cen- 
tralized supervision of communications 
on a company-wide basis. The action 
resulted from recommendations made 
by a committee of senior officers and 
an outside consulting firm, Savage & 
Lewis, communications counselors, 
after months of study. 

John P. Brion, formerly assistant 
director of publicity, has been ap- 
pointed director of internal commu- 
nications. He has been with the public 
relations division for 12 years and 
before that was for nine years on 
the financial news staff of the New 
York Times. 


Peter Schaus Advanced 


Peter J. Schaus has been advanced 
to editor-in-chief of MONY News, a 
weekly tabloid-size newspaper which 
will be the principal instrument for 
transmitting information to employes 
and the field force. He joined the 
company 38 years ago and has been 
editor of a monthly magazine for 
employes. 

Richard Dixon becomes editor for 
sales news. He was formerly editor 
of the sales department’s monthly 
magazine for the field force and more 
recently has been a sales promotion 
assistant. 

The effect of the newspaper will 
be to consolidate into one medium 
information and features that have 
been appearing in several publica- 
tions. 

Alfred C. Trussell, director of field 
services, will be the sales depart- 
ment’s liaison with the communica- 
tions center. 


Blues Won't Cross Blues 


At a hearing held by Commissioner 
Smith of Pennsylvania, three Blue 
Cross agencies gave assurances of 
their intentions of guarding against 

ging on Blue Shield services in 
offering out-patient coverage to sub- 


Siders. Proposed expanded services 
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by Hospital Service Plan of Lehigh 
Valley, Capital Hospital Service of 
Central Pennsylvania, and Hospital 
Service Assn. of Western Pennsylvania 
led to the hearing. 

These groups amended their original 
proposals and stipulated that out- 
patient diagnostic services will be 
paid only when performed in the 
hospital and billed by the hospital— 
not the doctor. Capital Hospital Serv- 
ice plans to offer the extra service 
only to group subscribers. The other 
two groups will offer to all sub- 
scribers. 


Connecticut Mutual 
Paid For Business In 
‘58 Tops ‘57 By 17% 


Connecticut Mutual’s paid for busi- 
ness during 1958 was $537,489,000, an 
increase of 17% over 1957. December 
paid for business was $60 million, a 
record and a 42% gain over December, 
1957. 

Of Connecticut Mutual’s 83 general 
agencies, 73 scored gains for the year, 
with 19 of them posting $10 million 
or more in paid for volume. For the 


9 





10th straight year the Josephson 
agency led with a volume of $22 mil- 
lion. 

Other leading agencies were the 
Hunken agency, Chicago; the Bates 
agency, Los Angeles; the Fluegelman 
agency, New York, and the Love 
agency, Hartford. 

Paid production of United Security 
Life of Des Moines showed a 47% 
increase for 1958 and the net increase 
of insurance in force at the end of the 
year was 139% over the net increase 
for 1957. 
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MUST GROWTH BE COSTLY? 


How Provident Life and 
Accident met the challenge... 
with two IBM 650's. 





To solve the complex problems of —, 
growth, more and more insur- 
ance companies have turned to 
electronic data processing. Most 
often they turn to the IBM 650. 


a 
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Typical of these is Provident Life 
and Accident Insurance Com- 
pany of Chattanooga, Tenn.— 
with two IBM 650’s. What can 
this company report? Here, with 
the facts on Provident’s installa- 
tion, is Henry C. Unruh, Vice 
President and Chief Actuary. 


H.C. Unruh: “Our IBM 650’s are put- 
ting us in a better competitive position.” 


To begin with, what were some of the problems you 
faced that interested you in the IBM 650? 


Q. 

They could be summed up in one word—GROWTH. 
A « With our rapid expansion we were faced with in- 
creases in clerical expense, increases in office space require- 
ments, and the inevitable increase in normal human error. 


Q. What methods had you used before the IBM 650? 

We had some tabulating equipment, but many of 
A. our computing and clerical operations were handled 
manually. Our business consisted of more than 3,000 group 
insurance contracts, each covering anywhere from 25 to 
27,000 persons, plus hundreds of thousands of individual 


life and accident insurance policies comprising many dif- 
ferent combinations of coverage. 


Since you switched over to an IBM 650 operation— 
what benefits have you gained? 


Q. 

You can break it down into two areas—new and old 
A. business. In new business the IBM 650’s enable us 
to maintain a better competitive position. We were able, 
for example, to work out two new life insurance plans—a 
rush job—in just a week. Without the IBM 650, the job 












would have had to wait for six months because of other 
pressing work. Our new business production was signifi- 
cantly increased—and of course the morale of the agency 
force improved. 


Q. How about old business? 

We're using our IBM 650’s for premium billing, 
A. e premium and commission accounting, and experience 
statements for ordinary and group life, and individual and 
group accident and sickness. Benefits in time, cost and space 
saving here are substantial. But we like to think of the num- 
ber of special uses of the 650. 


Q. For example? 


We did a rate revision job for some twenty thousand 
A ~ policies which completely eliminated costly manual 
procedures. We wrote a program for the IBM 650 which 
automatically updated the policies and bills. Not only did 
we get the new rates into our billing system months earlier— 
but we relieved our normal staff of experienced employees of 
a tremendous amount of overtime work, costly in money and 
in accuracy. 


Are you planning further expansion of your data 
e processing equipment in the future? 


A. 


While the two 650’s meet our present needs, Provi- 
dent’s anticipated growth will require a larger tape 


system. The company has ordered the recently announced 
IBM 7070 for installation in a new home office building, 
now under construction. 





IBM 650 at work: Provident’s second system was installed just 
a year after the first. 


IBM 


DATA PROCESSING 


Ask your IBM representative about the new IBM Series 50 
. the low-cost punched card system designed especially to 
fit the budget of smaller, growing businesses. 
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B.M.A. Raises Excess 
Interest Rates For 1959 


Business Men’s Assurance has in- 
creased the rate of interest payable 
to policyowners and beneficiaries on 
policy proceeds left on deposit with 
the company or paid in monthly in- 
stallments during 1959. 

Effective Jan. 1, B.M.A. will pay 
314%2% interest on such policy » ©cecc 
where guaranteed interest rates of 
2%, 2%% and 3% are provided ia 
the policy. The current interest rate 


F2eNATIONAL UNDERWRITER 


of 3% will be continued on deposits 
held under the special deposit fund 
supplement, and the discount rate for 
premiums paid in advance remains at 
3%. Dividends paid on participating 
policies including those which are par- 
ticipating after becoming paid up for 
face amount are on the same basis as 
last year. 


Unitcd Security Life of Des Moines 
has been admitted to do business in 
Wyoming. 


American Health Backs 
HIA Recommendations 


Following a_ special meeting of 
Health Insurance Assn. at New York 
last month, William deV. Washburn, 
president of American Health of Balti- 
more, has called a meeting of his top 
executives and general agents of the 
company to implement the resolution 
adopted by the asscciation. 

The resolution advocates more rapid 
expansion of hospital, medical and sur- 
gical care for patients 65 and over. 








eel 


I remember the night. It was about three years ago. 
I was alone, working late, at the office. Suddenly, I 
sat back and asked myself, “Is this what I really 
want in a career? Am I making the progress I should 
be? Where is my next move up—and how soon?” 

I had to admit that my job just didn’t seem to offer 
much of a future. And the work was routine. . . no 
challenge, no real satisfaction. 

For some reason, my problem made me think of a 
friend of mine, a fellow who represented Lutheran 
Brotherhood. It seemed to me he had all the things 
I wanted. 

He was ambitious, too, and he could move ahead 
just as fast as his ability would permit. He was as 
free and independent as if he owned his own business. 
I knew he worked hard, but I could see that he really 
enjoyed helping other Lutherans arrange security 
for themselves ‘and their families. 


Free on request — Beautiful full-color reproduction 
of the Reformation Window at right. Complete with 
historical legend. Large size (18” x 24”). Heavy stock, 
suitable for framing. Mailed in tube. No obligation, of 
course. Send your name and address today. 


LUTHERAN 
BROTHERHOOD 


701 Second Avenue South « Minneapolis 2, Minnesota 


Living benefits for Lutherans through life insurance 


The night I decided to change jobs 


And he obviously was earning far more than I was. 

I called him the next morning. He had me talk 
with his supervisor, the Lutheran Brotherhood gen- 
eral agent. In fact, I talked with a number of men 
in the Brotherhood. They even let me take special 
aptitude and interest tests to help me decide whether 
I really should make the change. 

It was the best move I ever made. I’m working 
hard, but my income is good, and increasing steadily. 
Best of all, I love my work and I’m helping my 
fellow Lutherans. 

I’ve come a long way since that night when I 
decided to change my career. 

Is it time you should be making a decision on 
your career? Lutheran Brotherhood offers attrac- 
tive opportunities to qualified men and women in 
most areas. Write to our agency department at 
the home office. 
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and recommends development of ad- 
equate health care coverage for retired 
workers and persons with impaired 
health. 

Mr. Washburn stated that while his 
company already has in effect most of 
the association’s recommendations, he 
will urge a complete review of his com- 
pany’s portfolio of coverages and un- 
derwriting procedures to determine the 
need for any necessary changes. He 
said that the intent of the resolution 
would not be served by just making 
available coverage features for all poli- 
cies and coverage for previously hard 
to insure segments of the public, but 


would require the aggressive efforts of | 


field forces. Writing health insurance 


voluntarily on an unsound basis is — 
more than foolish, it’s a good way to © 
invite governmental entrance into the — 


field, he observed. 


Berkshire Life Award 
Won By Ridall Agency 


The Ridall agency, general agent of 
Berkshire Life at Dayton, has won 
the 1958 S. S. Wolfson trophy, an 
award given annually by S. S. Wolf- 
son, general agent at New York, for 
the best all-around sales performance 
during the Berkshire boosters cam- 
paign. The Ridall agency led in per- 
centage of paid premium quota with 
364% of its campaign objective. 

Berkshire exceeded its camovaign 
quota by 116.2%, producing total paid 
premiums of $418,600. Leading agen- 
cies in total paid premiums were the 
Rentner agency, New York; the 
Thorne agency, New York, and the 
O’Brien agency, Albany. The Kako- 
yannis agency, Miami, led in new 
paid A&S premium production. 


New York A&H Club Elects 


Frederic W. Bumby, assistant sec- 
retary of W. L. Perrin & Son, New 
York agency, was elected president of 
the Accident & Health Club of New 
York at the year-end meeting. He 
succeeds Raymond C. Williams, as- 
sistant manager of the A&S depart- 
ment of Mutual of New York, who 
becomes chairman of the executive 
committee. 

Also elected were Donald J. Moe, 
assistant secretary of United States 
Life, 1st vice-president; Louis A. Or- 
sini, assistant director of information 
of Health Insurance Assn. of Ameri- 
ca, 2nd _ vice-president; Walter J. 
Kasura, assistant secretary of Guard- 
ian Life, 3rd vice-president; Emerson 
P. Stanley, Commercial Travelers of 
Utica, treasurer, and John A. Parsons, 
Royal-Globe, assistant treasurer. 

Reelected as secretary and assistant 
secretary, respectively, were James J. 
Donaldson, Mutual Benefit H.&A., and 
George J. Hills, New York Life. 


Dismiss Combined Ad Complaint 
WASHINGTON — Federal Trade 
Commission has dismissed for lack of 
jurisdiction its complaint charging 
Combined of Chicago with falsely ad- 
vertising its A&S policies. The dis- 
missal order was based on the juris- 
dictional grounds set forth by the 
Supreme Court in its opinion of last 
June 30 in the cases of National Cas- 
ualty and American Hospital & Life. 


Fraternal Names An Ad Agency 
Aid Assn. for Lutherans has ap- 

pointed the Brady Co., Appleton, Wis., 

as its advertising agency. The agency 


will handle all advertising and sales ~ 
promotion for the fraternal and also — 
will advise and assist its company ~ 


quarterly publication. 
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Franklin’s Sales 
Up $50 Million 


Sales totaling over $750 million were 
recorded during 1958 by Franklin Life. 
This represents an increase of $50 
million over 1957 production. 

Jack Wiseman, regional sales direc- 
ter for the St. Louis area, was named 
“man of the year,” on the basis of 
increase in both new business and 
development. John kK. O’Doherty, 
whose Oak Park, IIl., agency led all 
Franklin agencies in production, was 
named “general agent of the year.” 





New Ohio Handbook 
Is Published 


A new Underwriters Handbook 
of Ohio has just been published by 
the National Underwriter Co. It pro- 
vides complete and up-to-date in- 
formation on the agencies, compan- 
ies, field men, general agents, groups 
and other organizations affiliated 
with insurance throughovt the state. 
Copies of the new Ohio Handbook 
may be obtained from the Nation- 
al Underwriter Co., at 420 East 
Fourth street, Cincinnati 2, Ohio. 
Price $12.50 each. 











Prudential Regional Headquarters 
Site Acquired In San Francisco 

Prudential has acquired a site in 
downtown San Francisco on which it 
intends to erect a regional headquar- 
ters. The new office, located on the 
west side of Stockton street between 
Sutter and Post streets, when com- 
pleted will supplement facilities of 
the western home. office at Los 
Angeles. 


LIFE INSURANCE EDITION il 


Lincoln National 
Reports Good 1958 


New life insurance issued during 
1958 by Lincoln National Life totaled 
more than $1.3 billion and insurance 
in force climbed to over $9.3 billion. 

The company closed the year with 
assets in excess of $1,350,000,000, an 
increase of more than $75 million. 
Benefits paid in 1958 reached more 
than $135 million, bringing to $1,080,- 
000,000 the total benefits paid since 
Lincoln National was organized. 


Townsend To Head Ind. 


Senate Insurance Group 


J. Russell Townsend Jr., Equitable 
of Iowa, Indianapolis, has been named 
chairman of the insurance committee 
of the Indiana senate for the current 
session. 

Other members of the committee 
who are in the insurance business are 
Wesley Malone, Clinton; Martha Y. 
Burnett, Indianapolis, Albert: W. Wes- 
selman, Evansville; Raymond M. Bak- 
er, North Vernon, and James W. 
Spurgeon, Brownstown. The three re- 
maining members are attorneys. 


Provident L.4A. Breaks Ground 


For New Home Office Building 

A ground breaking ceremony started 
construction of the new home office 
building of Provident Life & Accident, 
which will when finished occupy an 
entire block in downtown Chattanooga. 
Due for completion in 1960, the new 
building will have a gross floor area of 
some 290,000 square feet. The site will 
include a large landscaped plaza 253 
feet by 90 feet in front of the building. 











2 s PANLACO 


GROUP PROTECTOR 


(Big group protection for small groups) 


1. PANLACO 


FAMILY PLAN 


(One policy covers the entire family) 


Here are two real sales-makers and Agency builders for 
the man who would like to join a good progressive team. 
These Plans, like all of our sales items, are competitive 
policies that pay top commissions. 










Write ¢ 
KENNETH W. CRING 
Vice President 


PACIFIC NATIONAL LIFE 
ASSURANCE COMPANY 


HOME OFFICE: 215 MARKET STREET, SAN FRANCISCO 
e 


General Agency and Brokerage 
opportunities available. 











Operating in 11 Western States, Territory of Hawaii and Alaska 
ORDINARY LIFE - ACCIDENT AND SICKNESS - GROUP 
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SIX VAST ACRES ON 


Jos. Carbone 
Director 
of Sales 


THE 


WE Ley THE BUG ONES SET Ayy, 


The BALMORAL will never try to accommodate more guests than 
it can serve with the painstaking, personalized attention that has 
become its standard. The greatest number of guests that it can 
accord this indulgent service is 400. That is why The BALMORAL lets 
the BIG sales meetings get away. So, bear in mind—if your sales 
meeting will consist of fewer members than 400—there is no hotel, 
anywhere, that can serve you better than can The BALMORAL. 


FOR MEETINGS: 11 fully-equipped meeting rooms; 
three Dining Rooms, Garden banqueting in “The Glen”. Modern, 





ole 7.¥) iy-Us 










98th STREET 


complete convention equipment, including projection and public 
address systems. 


FOR RELAXATION: A spacious, tropical playground 
for carefree between-meetings recreation. Every room with private 
terrace and oceanview. 2 full blocks of private sandy beach. 
Luxurious Pool and Cabana Colony. Golf Driving Range. Cocktail 
Lounge. Smart Supper Club. Delicious Meals. Free Parking on 
Premises. Fully Air-Conditioned. Turkish Bath. Solaria. 


FOR KNOW-HOW s The imagination and experience 
to guarantee the complete success of your meeting. 






HOTEL 
POOL e CABANA CLUB 







Write for complete 

details and 
illustrated 
brochure. 






IN BEAUTIFUL 
BAL HARBOUR 








BAL HARBOUR| MIAMI BEACH 
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SEC's Deteat On Variable Annuity Urged 


(CONTINUED FROM PAGE 2) 






was adopted in as financially know- 
ledgeable a state as New York, a state 
which has an outstanding record of 
leadership in life insurance legislation 
and regulation, and that it placed the 
operation of the new company under 
the supervision of the superintendent 
of insurance. 

“The variable annuity differs from 
the conventional annuity only in that 


vestments supporting its reserves is 
in equities, and annuity payments 
are contractually keyed to investment 
experience. This has made necessary 


‘the employment of a measure for the 


periodic payments of annuity income 
other than a fixed number of dollars, 
but the periodic income payments are 
still made through the use of a deter- 
minable measure.” 

The amicus brief mentions the in- 


crease in the use of equities to fund 


uninsured pension plans, and points 
out that there have been changes in 
laws permitting increased investment 
in equities by life companies and 
even savings banks. 

“It is respectfully submitted that, 
as similar changes take place in re- 
lation to contracts providing install- 
ment income payments based on mor- 
tality risks, their essential character 
does not change,” the brief goes on. 
“It is further submitted that it is in 
the public interest that they be offered 


a materially greater part of the in- 
eco le llegar ne septs tvs ss 


Charles E. Sherer, CLU, Midland Mutual’s Vice President and Director of Agencies—a general agent for 


THE MEN FROM MIDLAND MUTUAL 


- 


18 years before joining the home office staff. 


In every area...success-building agency help 


“At the Midland Mutual,” explains Vice President 
Charles E. Sherer, “the job of the Agency Depart- 
ment in the Home Office is to furnish our field 
management people with effective leadership and 


ee 


experience. 


support in every area of operation. ..a strong, con- 
tinuing ‘Helping Hand’ in their efforts to achieve 


lasting success.” 


Foundation of Midland Mutual's agency-building 
programis a liberal, attractive plan of field compensa- 


tion and financial assistance. General agents receive 
an expense allowance (separate from compensation ) 


which enables them to have a modern, efficient office. 
The company’s home office agency team provides 


practical, resultful aid and guidance . . 
recruiting, training and education, sales promotion 


. in planning, 


° 
%e 


- and through field visits by men with broad 


If this “Helping Hand” way of life appeals to you, 
find out more by writing Mr. Sherer. 


* Serving Personal 
: Security Needs 
-* Since 1906 


7. 
° 
*Peeveeee?® 


MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 
256 East Broad Street, Columbus 16, Ohio 
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by life insurance companies. 
Generally speaking, this would be 
likely to tend toward a conservative 
approach to investment questions. 

“It would seem of equal impor- 
tance, from the standpoint of the 
public interest, that such contracts be 
sold by life insurance men in com- 
bination with, and as a supplement to, 
other products of their companies. 
This would tend to avoid over-selling 
of the equity idea. 

“Life insurance is a_ developing 
business. The payment of policy pro- 
ceeds through optional annuity and 
other installment income plans, group 
insurance and group annuities, as 
well as various forms of business in- 
surance, are only a few examples of 
such developments. 

“In their initial states, these were 
largely experimental. The others 
reached their present stage of service 
to the public under state insurance 
statutes and, of equal and possibly 
even greater importance, under the 
broad supervision of state regulatory 
authorities experienced in the basic 
concepts and techniques peculiar to 
the life insurance business. 

“Of significance also in this legisla- 
tive and regulatory area is the role 
played by the states collectively. The 
emergence of sound patterns in the 
new fields has been accelerated by 
parallel development under generally 
similar but somewhat differing state 
statutes and regulations. 


Scope Of Regulation 


“Thus, similarly regulated experi- 
mentation with variable annuities can 
be expected to cover such matters as 
the types of equities in which invest- 
ments may be made, percentage lim- 
itations on investments in particular 
issues, percentage limitations on the 
amount of voting stock of a single 
company which an insurer may own, 
proportion of equity investments 
which may be held in the reserve, 
whether variable annuities may be 
sold alone or only in combination 
with conventional annuities, condi- 
tions of withdrawal during the ac- 
cumulation period and similar mat- 
ters. ; 
“Congress was aware of the devel- 
opment of the business of insurance 
in the past under these conditions. It 
seems clear from the language em- 
ployed in the statutes under which 
the federal system of securities regu- 
lation has been established, as well 
as the McCarran act, that it was not 
the intention of Congress that, as at- 
tempts are made to develop new or 
improved services. through products 
possessing the unique characteristics 
of life insurance contracts, either the 
industry or those products should be 
subjected to dual systems of regula- 
tion, state and federal. The reasons 
are elaborated in the briefs of re- 
spondents.”’ 





MANAGEMENT 
s CONSULTANTS 


O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 


0. R. CARTER 
Consultant On 
Agency Building 
40 years experience 
818 Olive Street 
St. Louis, Mo. 
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Hancock Revises 
Ordinary Policies 


John Hancock has extensively re- 
yised its ordinary life program in a 
move which involves improved policy 
forms and procedures, decreased pre- 
mium rates and dividend schedules 
which are expected to produce lower 
net premium payments. The new con- 
tracts will be known as the signature 
series. 

Under the new program multiple 
protection policies, previously issued 
in face amounts up to $2,999, will be 
issued up to and including $5,000. The 
select ordinary series, formerly issued 
in amounts of $3,000 and over, will be 
issued in amounts of $5,000 and over. 
Different premium rates per $1,000 of 
face amount will apply, on a sliding 
scale, for policies issued in the follow- 
ing ranges: $5,000 to $9,999; $10,000 
to $24,999, and $25,000 and over. 


Preferred Risk Changed 


Preferred risk policies, previously 
issued for amounts of $7,500 or more, 
will be issued in amounts of $10,000 
or more. Current premium rates will 
apply for amounts up to $24,999, but 
lower rates will be applicable to pol- 
icies above $25,000. New rates on in- 
dividual annuities have also been 
incorporated into the new program. 

Policy forms in the signature series 
will have some 20% fewer words than 
earlier policies, and the contract has 
been reduced in size to 8% by 11 
inches. Wherever possible, simplified 
wording designed for better under- 
standing by those unfamiliar with in- 
dustry terminology has been utilized. 


Women’s Income Builder 


Also introduced in the new series is 
a women’s income builder, available 


jin face amounts of $10,000 or more 


with different premium rates for pol- 
icies of $25,000 and over. The women’s 
income builder will be a life paid-up 
at age 60 policy, having the same 
non-forfeiture values and dividends as 
those issued on male lives, but with 
lower premium rates. Provisions in the 
policy allow for conversion to an en- 
dowment policy or for purchase of an 
annuity at reduced rates when the 
policy matures. 

Two: new family plans have also 
been introduced in the signature se- 
ries. In’ addition, adjustments are be- 
‘ing made in settlement options avail- 
able under retirement income policies 
which will be reflected in improved 
benefits and non-forfeiture values. 
Other features of the signature se- 
ries include a guaranteed insurability 
option; a return of premiums benefit, 





LIFE—A & H HOME OFFICE 
AGENCY DIRECTOR 





Lean 








a Life Agency Director $17,500 
ea 
West Coast Life Agency Director $15,000 


East Agcy. Dir./Asst. to Pres. $15,000 
Midwest Life Agency Director $15,000 


Midwest Asst. Dir. of Agencies $13,000 
South Asst. Dir. of Agencies $10,000 
South AGH (Indiv.) Sales Dir. $10,000 
South A&H Production Supv. $9,000 


Extensive selection positions available on 
Home Office level for men with several 
years successful personal production back- 
grounds plus four-five years Home/Regional 
Branch Office production experience. 

ACTIVELY IN THE MARKET FOR A POSI- 
TION? INTERESTED ONLY IN HAVING UN- 
USUAL OPPORTUNITIES BROUGHT TO YOUR 
ATTENTION? 


Write for HOW WE OPERATE. No obligation 
to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 





HArrison 7-9040 


latuincienen 











providing for a refund of all premiums 
in addition to the face amount of the 
policy, if the insured dies within a 
certain period, and expansion of the 
accidental death benefit to include 
triple indemnity for accidental death 
on public transportation. 


LIFE INSURANCE EDITION 





Publish Boston 


Telephone Directory 


The Boston Insurance Telephone 
Directory has just been published 
by the National Underwriter Co. 
In it are the names, addresses and 
telephone numbers of persons ac- 
tive in Boston insurance. Copies 
may be obtained for $1 each from 
the National Underwriter Co., 
420 East Fourth street, Cincin- 
nati 2, Ohio. 











Nw National Has Record November 
Northwestern National Life had its 
best November with sales of new life 
insurance amounting to $18,619,000, 
18% ahead of November, 1957. Total 
sales for the year through November 
were $183,257,000 compared to $164,- 
431,000 a year ago, an 11144% gain. 





Health Coverage For 
Older Citizens Made 
Available In East 


Continental Casualty is offering 
health coverage for men and women 
age 65 and over in eastern states— 
New York, Connecticut, New Jersey, 
Pennsylvania, Ohio, Maryland, Dela- 
ware, and the District of Columbia. The 
policy, which is known as the 65-plus, 
was first introduced in Iowa in 1957 
and in 1958 was offered in Illinois, Wis- 
consin, Indiana and California. 

The plan is available during a lim- 
ited enrollment period which started 
on Jan. 15, and contains no restric- 
tions as to maximum age or physical 
condition. No medical examination is 
required. 


C. Carney Smith Receives Award 

C. Carney Smith, manager of Mu- 
tual Benefit Life at Washington, D. C., 
received the Bernard L. Wilner mem- 
orial award at a luncheon meeting of 
Washington, D. C., Life Underwriters 


Assn. The presentation was made in. 


recognition of Mr. Smith’s service to 
the life insurance field. 


Mutual Benefit Life 
Ordinary Sales Over 
$500 Million In 1958 


Mutual Benefit Life ordinary sales 
during 1958 were $520,641,989, an in- 
crease of 27% over sales in 1957 as 
compared to the industry-wide gain 
of 4%. 

Group sales for 1958, the first full 
year of operation for Mutual Benefit’s 
group department, were $71.5 million, 
which brought total group in force to 
over $100 million. 

Leading agencies in ordinary life 
sales during 1958 were the Murrell 
Brothers agency, Los Angeles, with 
over $25 million, up $8 million; the 
Earls agency, Cincinnati, with more 
than $23 million, up $3.5 million; the 
Huber agency, New York, with over 
$22 million, up $7 million; the Guibord 
agency, Newark, with more than $20 
million, up $5 million, and the Mc- 
Dougall agency, Cleveland, with over 
$18 million, up $4 million. 

United Security Life of Des Moines 
has been admitted to do business in 
Virginia. 

























































Flexible-Age Retirement 











to present it. 





its fieldmen. 
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With Lincoln National’s flexible-age 
retirement plan, the policyholder does 
not set the maturity date when buying 
the policy; he can wait and make his 
decision much later. Naturally, clients 


like this feature, and LNL agents like 


Lincoln National’s flexible-age re- 
tirement plan is another reason for our 


proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


See ‘Meet Mr. Lincoln’ on 
NBC-TV February 11, 1959 












Fort Wayne, Indiana 
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Borrow-To-Buy Plan Violates Section 213's Intent, 
Dineen Tells Northwestern Mutual Agents In East 


(CONTINUED FROM PAGE 1) 


premiums that will never be collected. 

“Ask yourself a question: Suppose 
the companies had introduced a new 
plan, a long-period term insurance 
contract with an option to convert to 
permanent insurance at original age 
at any time by paying in the differ- 
ence in reserves. Does anyone believe 
that the expense limitation law would 
authorize the payment of a first-year 


contract! 


commission on 
term contract equivalent to 95% of the 
first year’s term premium? 

“Yet a comparable result is being 
achieved through indirection by the 
planned ‘stripping’ of an ordinary life 
And this strange situation 
has another by-product: 
nates unfairly against the agent who 


made the full sale—insurance and 


Hie NATIONAL UNDERWRITER 


such a_ convertible 


tives of the insurance laws.” 
The developing of the 
It discrimi- 


cash values—by paying him no more 
than the agent who made half a sale— 
insurance only. Anomalies of this kind 
may well lead the authorities to be- 
lieve that if the agent and client can 
utilize a distinction between the form 
and the substance of the transaction 
to achieve desired objectives under the 
tax laws, they should be able to do 
the same thing to effectuate the objec- 


stripping 
technique, “with its built-in conflict 
with one of the main objectives of 
section 213,” presented Northwestern 











: hiadibaenihseeniainainininehitionerd 
3 





ete aes ghee 











5 
| 



























































“Our sales staff tripled new business!” 


SAYS CLARENCE A. JACKSON, PRESIDENT, AMERICAN UNITED LIFE INSURANCE COMPANY 


“The way sales are soaring . .. American United must have 
something people like. For 1958—even in a so-called ‘slow’ 
period— sales were up 12% from 1957. In mid-1958, we 
crossed the billion-dollar mark of business in force, and 
our sales staff is well on its way to our second billion. 

“Growth has been steady for the past six years. Insurance 
in force has more than doubled. New business has tripled! 
These are truly remarkable gains, even in prosperous times. 

“Our field and home office staffs have worked hard and 
well. They’ve worked together doing a better job for our 
policyholders. 

“That's the ‘Partnership Philosophy’ . . . in spirit and 
action, the way it is here. Getting to the top together, you'll 
like that!” 


AMERICAN UNITED LIFE 


ALL ORDINARY LIFE FORMS * FLEXIBLE OPTIONS « 
GUARANTEED RENEWABLE MAJOR MEDICAL 


LOW NET COST SPECIALS ¢ 


ABILITY 


INSURANCE COMPANY -e 


UNIQUE JUVENILE ¢ 
GUARANTEED RENEWABLE HOSPITAL AND SURGICAL 


At the beginning of 1958 American United was sixty-eighth in insur- 
ance in force among life insurance companies in the United States, 
and ranked fortieth in Ordinary sales and growth of Ordinary in force. 
Today, American United is in the top 5% of all life insurance 
companies. If you would like more information, write Clarence A. 
Jackson, President, American United Life Insurance Company, 
Indianapolis, Indiana. 
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HOME OFFICE: 


GROUP INSURANCE °¢ 


INDIANAPOLIS, INDIANA 


GROUP RETIREMENT * PENSION TRUSTS * NON-CANCELLABLE 
SPECIALISTS IN SUBSTANDARD UNDERWRITING — REINSURABLE 
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Mutual’s management with this choie 
said Mr. Dineen: “Should we take ag 


vantage of the temporary regulaton 


uncertainties this development 
created while authorities were search 
ing for some practical way to de 
with it? Or should we observe th 
spirit and intent of the law as 
believed it to be? We chose the latte 
course.”’ 

“As we see it,” he said, “no busi 
ness like ours can long commanj 
the confidence of those who buy oy 
products if—as a matter of industry 
policy—we subject them to (1) th 
excessive commission charges inciden 
to ‘stripping’ and (2) the multipk 
commission and other charges implici 


in the replacement of existing con. 


tracts. 


Acted On Convictions 


“In this area, we think a responsibk 
company like Northwestern has a 
obligation to its policyholders, its fiel 
force, the business at large, and ty 
those who regulate us. We _ shoul 
avoid steps that for the long pull dan. 
age more policyholders than they help 
hurt the legitimate agent and wil 
ultimately reflect discredit on th 
business as a whole. We believe this 
very deeply and we acted upon the 
strength of our convictions.” 

“Northwestern Mutual has a tradi- 
tion that what we do for one, we & 
for all,” said Mr. Dineen earlier in his 
talk. “We could not understand the 
logic or fairness of making high early 
cash values available on one plan ani 
not on others. To us, that seemed dis- 
criminatory as a matter of principle 
and in our opinion, raising the pre 
miums slightly on the special plan did 
not cure the discrimination.” 

Mr. Dineen said the option that 
permits dividends to be used to buy 
one-year term coverage to cover the 
loan on minimum deposit policies looks 
good in the early years but later the 
cost becomes prohibitive. 


Cites Competitor’s Contract 


“Under a $100,000 contract at age 
40 of one of our competitors,” he said, 
“the cost of the term option at age 
70 for $62,900 of coverage—the amount 
needed to cover the debt after 30 
years—is $2,419 below the current 
dividend scale; the gross premium is 
$3,684. This is a lot of money for this 
fractional coverage when we consider 
that the full premium for $100,000 on 
the basic contract is only $2,967. 

“At this point, believe it or not, the 
cost of this fractional portion of the 
coversge at that age is almost double 
the illustrated net premium for the 
permanent insurance ($1,577). This 
fact highlights something that we all 
know, namely, that this option has 
all the disadvantages inherent in any 
long-range term insurance transaction. 
This was the factor that was respon- 
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sible for the development of level 
premium permanent insurance many 
decades ago. What was true then is 
true n« w.” 

Mr. Dineen indicated that this high 
cost in later years is overlooked be- 
cause most companies stressing this 
type of plan put out only 20-year 
projections. As part of its studies, 
Northwestern worked up 40-year pro- 
jections on typical “borrow-to-buy” 
deals. In one typical case, the cost of 
the one-year term feature in the 29th 
year, even after the | tax credit, ex- 
ceeded the gross premium, while be- 
fore the tax credit it exceeded the 
gross premium in the 22nd year. 

At the same session with Mr. Dineen 
were Victor E. Henningsen, actuary, 
and Harold W. Baird, superintendent 
of agencies, who discussed various as- 
pects of Northwestern’s new series of 
policies. 

The talk that President Donald C. 
Slichter gave at the opening session 
was reported in last week’s issue. 


Luncheon For New Agents 


At the luncheon for new agents, 
Grant B. Hill, Hillsdale, N. Y., son of 
Grant L. Hill, vice-president, talked 
on the use of simple fundamentals in 
the close. He suggested the use of 
some good, easily understood idea as a 
way of getting a prospect thinking 
about life insurance. 

The entire afternoon session was 
put on by Northwestern men from 
Boston. Prospecting, the agent’s first 
problem, is best solved by just going 
out and seeing a lot of people, said 
Lawrence R. Lewis. He uses cold can- 
vass, watches the newspapers, follows 
mortgage leads, and in general follows 
a regular system. 

W. D. Laubner said he does a great 
deal of cold canvassing to help his 
prospecting, especially among small 
busineses. One thing he does is to 
approach a firm where a prominent 
man has died and ask for the man by 
name. To the executive who explains 
that Mr. So-and-so has died, Mr. 
Laubner says, with a smile, “Well, I 
guess he doesn’t have the necessary 
qualifications for a prospect ... But 
suppose I were to go out of that 
door and come in again, would you be 
willing to talk with me about life 
insurance?” 


Prospecting Is ‘Habitizing’ 


E. B. Redfield Jr., a million dollar 
producer, said prospecting is largely a 
matter of “habitizing” and if the agent 
does this and uses fundamental ideas 
he will soon turn prospecting from a 
problem into a process. 

Leonard Mordecai, also a_ million 
dollar producer, said he has more 
prospects than he can call on. He uses 
referred leads but feels he must earn 
the right to ask for such leads and if 
he does he’ll get them. 

W. C. Riggs and R. T. Margeson, in 
a colloquy, brought out that the agent 
is like a quarterback, who can call 
any of four plays: package sale, simple 
planning, planned incomes, or busi- 
Ness insurance and estate planning. 
Moreover, it is easy to switch from 
one approach to another as new facts 
develop in the interview. 

W. H. Allison and L. M. MacCartney 
told how they save time by using 
Standardized procedures as much as 
possible to make their programing 
work more productive. 

Solomon Smith and J. C. Stone work 
on the basis, “if I remember my 
policyholder, he’ll remember me.” 
They help the process by seiting up 
these controls: a master control card, 
age-change card, master mailing card, 
blotter card, birthday letters to the 
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policyholder and his children up to 
age 14, a card listing each letter sent, 
and the usual letter file. 

Max Cohen cooperated with Ken- 
neth Howes Jr. of the Boston Safe 
Deposit & Trust Co. in a presentation 
in which Mr. Howes urged coopera- 
tion with trust companies, since there 
is no possible competition. He empha- 
sized that the trust officer can’t sell 
life insurance but if after analyzing 
an estate he finds a need for life 
insurance he is obligated to recom- 
mend its purchase. 

Jason E. Stone Jr., general agent, 
listed these five tools for success: 
“Your head, to use; the phone, to save 
time; shoes, to wear out; doors, to 
knock on, and doorknobs, to turn and 
go in.” 

That evening there was a dinner 
dance, at which Chairman Edmund 
Fitzgerald was toastmaster. 

William S. Lawrence, Norfolk, at the 
following morning’s session, told how 
he uses a simple business-insurance 
approach based on federal estate tax 
needs. This is usually an eye-opener 
and may lead to a proposal for pack- 
age personal insurance. He uses the 
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actual federal estate tax form in his 
approach. 

Harold W. Gardiner, superintendent 
of education and field training, said 
he talked with an agent who was 
failing in the business a couple of 
months ago and out of the talk came 
these points: “Responsibility for my 
one-man business belongs to me; good 
planning precedes good performance; 
recognition that half our business 
comes from new prospects; when I 
cease becoming better I cease being 
good.” 


Using Tradition Right Way 


At the luncheon, Grant L. Hill, who 
retires this year, mentioned that it was 
his last appearance before a major 
Northwestern Mutual gathering. Re- 
viewing briefly his 25 years with 
Northwestern, Mr. Hill said he was 
convinced that “tradition is a wonder- 
ful thing when it’s used as a rudder 
and not as an anchor.” 

Mr. Hill spoke enthusiastically about 
Robert E. Templin, director of agen- 
cies, who will have charge of agency 
department affairs when Mr. Hill re- 
tires. He also called to the dais Isadore 
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Franklin, of the Providence agency 
and cited him for having made the 
4-L Club (four lives a month) without 
a break for 25 years. 

The final session was addressed by 
Stanley S. Trotman, New Haven, on 
tax-free non-qualified annuities, Al- 
len Short, Jamestown, N. Y., on “Mak- 
ing the Million,” and Mr. Templin, on 
“Looking Ahead Together.” 

Mr. Templin spoke enthusiastically 
about the future and the company’s 
new policy series, predicting that the 
year ahead would be the best by far. 
He paid a moving tribute to Mr. Hill 
and wound up by asking for a rising 
vote of appreciation for Mr. Hill and 
all that he has accomplished in his 
quartr': century with the company. 


A&S Dividend Scale Up 10% 

General American Life has approved 
an increase to 10% in the 1959 divi- 
dend scale on certain issues of the 
company’s leading individual A&S 
policy, the Business and Professional 
Men’s Income Protector. The present 
scale on all of these contracts provides 
for a 5% dividend, beginning at the 
end of the second policy year. 
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Cash values equal to the full net level premium reserve 
from the first year on — that’s big feature No. 1 of 
Manufacturers Life’s $25,000 minimum “Preferred 
Life at 90” contract. 


Big feature No. 2 is the automatic increases in death 
benefits that keep protection near level to age 65 even 
when full values are borrowed — accomplished by using 
part of the dividends to purchase yearly term coverage. 


Here’s a real sales getter for split dollar cases and for 
high bracket tax payers — two sales situations where 
a very low out-of-pocket cash outlay can be the decid- 
ing factor. Get full details from your Manufacturers 
Life Brokerage Manager. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES: 


BALTIMORE ¢ BOISE ¢ CHICAGO @ CINCINNATI @ CLEVELAND e COLUWBUS ¢ DENVER e DETROIT 

HARTFORD e¢ HONOLULU e LANSING e LOS ANGELES e MIAMI e MINNEAPOLIS e NEWARK 

PHILADELPHIA e PITTSBURGH e PORTLAND e SAGINAW e SAN DIEGO e SAN FRANCISCO 
SEATTLE ¢ SPOKANE ¢ WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Delaware, Indiana, Kentucky, Maine, Nevada, 
New Hampshire, Oklahoma, Utah, Vermont, Virginia and West Virginia 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 61-59 








Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 





Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 
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Convention Dates 


Jan. 29-30, Life Underwriters Assn. of Canada, 
annual, King Edward Hotel, Toronto. 

Feb. 16-18, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York. 
Feb. 20-21, New York State Assn. of Life Un- 

derwriters. general agents and managers 
meeting. Gideon Putnam Hotel, Saratoga. 
March 5-6, Institute of Home Office Under- 
writers, midyear executive committee meet- 
ing, St. Francis Hotel, San Francisco. 
March 15-20, National Assn. of Life Underwrit- 
ers, mid-year, Leamington Hotel, Minnea- 
polis. 
March 16-18, LIAMA, agency management con- 
ference, Edgewater Beach Hotel, Chicago. 
March 18-20, National Insurance Assn., mid- 
year, home office Universal Life, Memphis. 
March 19-20, Society of Actuaries, eastern 
meeting, Commodore Hotel, New York. 


April 2-3, Society of Actuaries, regional, Sher- | 


aton Fontanelle Hotel, Omaha. 

April 13-15, LOMA automation forum, Drake 
Hotel, Chicago. 

April 20-22. LIAMA, A&S meeting, Edgewater 
Beach Hotel, Chicago. 

May 4-6, Health Insurance Assn., annual, 
Bellevue-Stratford Hotel, Philadelphia. 


May 6-8, LIAMA, combination a con- | 


ference, Roosevelt Hotel, New York. 

May 10-13, LIAMA, agency officers round ta- 
ble, The Homestead, Hot Springs, Va. 

May 15, Illinois Assn. of Life Underwriters, 
annual, Hotel Leland, Springfield. 

May 17-20, Insurance Accounting and Statis- 
tical Assn., annual, Ambassador Hotel, At- 
lantie City. 

May 25-26, Assn. of Life Insurance Counsel, 
annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

June 3, Fraternal Actuarial Assn., 
meeting, Atlanta Biltmore, Atlanta. 

June 4-5, Society of Actuaries, regional, Atlan- 
ta Biltmore Hotel, Atlanta. 

June 8-12, NAIC, annual, Statler Hotel, Boston. 

June 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 
San Francisco. 

June 11-13, ALC medical section, The Home- 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under- 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 

June 15-26. ALC life officers ee sem- 
inar, Beloit College, Beloit, W: 

June 18-20, Life Insurers ae es annual, 
The Greenbrier, White Sulphur Springs, 
W. Va. 

June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs Ho- 
tel, Banff, Alberta, Canada. 

July 23-25, National Assn. of Life Cornpanies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial ‘Travelers Insurance Organiza- 
tions, Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 20-23, National Fraternal Congress of 


spring 





— annual Sheraton Hotel, Philadel- 
phia. 
Sept. 20-25, National Assn. of Life Underwrit- 


ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., annual, 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 
Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 
Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
Oct. 26-28, Life Advertisers Assn., 
Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 

Oct. 29-31, Mid-West Management Conference, 
annual, French Lick Springs Hotel, French 
Lick, Ind. 

Nov. 9-11, Society of Actuaries, annual, The 
Greenbrier, White Sulphur Springs, w. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 


Dec. 9-10, Life Insurance Assn. of America, 
annual, Waldorf-Astoria, New York. 


Dec. 27-30, American Assn. of University 
ee Of Insurance, annual, Washington, 


annual 


Massachusetts Mutual Five-Week 
Sales Campaign Exceeds Quota 

In its five-week quota buster cam- 
paign, Massachusetts Mutual issued 
individual policies on 12,183 lives 
totaling $234,201,525, a record and 
an increase of 43.9% for 1958 over ihe 
the same five-week period in 1957. 
The amount of new business written 
was 133.8% of the $175 million quota 
established at the beginning of the 
campaign. 
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HE DID IN 1837* 
YOU CAN IN 1958 


You can Discover the Difference in 
1958 faster and easier than he did. 
If you’re like many life underwriters 
you’ve been searching for the company 
which can help you make life insurance 
a career instead of a job without a defi- 
nite future. We feel we are the com- 
pany with the difference . . . here’s 
why: 

@ Top first year and renewal commis- 
sions for General Agents and Agents. 
(Liberal vesting provisions.) 

Office allowance to General Agents. 
Lifetime service fee. 

Liberal retirement plan. 

Hospital benefits for self, 
dependents. 

Disability income when sick or 
disabled 


Group life insurance. 

Complete portfolio of modern policy 
forms for better production. 
Excellent sub-standard facilities en- 
abling you to serve a larger clientele. 


Important? Of course, because isn’t it 
true . . . you’ve been so busy creat- 
ing security for others you’ve forgotten 
the most important person of all — 
yourself — and your own security at 
age 65? 

For more detailed information on these 
important differences contact: 


MARC F. GOODRICH, C.L.U., 
Assistant Director of Agencies 


*SAMUEL F. B. MORSE, wealthy 
successful artist, who gave up 
his life of ease to live in poverty, 
subject to ridicule and defeat un- 
til he Discovered the Difference 
which led to invention of the 
telegraph, patented in 1837, first 
used successfully in 1844. 


SECURITY BENEFIT LIFE 


INSURANCE COMPANY 
TOPEKA, KANSAS 


Founded 1892 
A Mutual, Legal Reserve Company 
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Kdvisory Group 
jReports SS Is 
Financially Sound’ 


The advisory council on social secur- 
ty, in its report to the trustees of the 
kocial security fund, has found that 
‘the method of financing the old-age, 
yrvivors and disability insurance pro- 
sram is sound, and based on the best 
estimates available, the contribution 
schedule now in the law makes ade- 
quate provision for meeting both 
short-range and long-range costs.” 

The council, appointed last year by 
the secretary of the Department of 
bicalth, Education & Welfare, has as 
chairman Charles I. Schottland, retir- 
ing commissioner of social security, 
and includes as members Reinhard A. 
Hohaus, vice-president and chief ac- 
tuary of Metropolitan Life; Carl H. 
Fischer, professor of actuarial mathe- 
matics and insurance of the University 
of Michigan, and R. McAllister Lloyd, 
‘chairman of Teachers Insurance & 
‘Annuity. 

Periodic Scrutiny Advised 


The council suggested periodic scru- 
tiny of the maximum earning base, 
placed at $4,800 under the 1958 law, 
and other factors, but did not suggest 
any changes in them. It said it as- 
sumed that “further consideration will 
be given to this maximum after the 
effect of the $4,800 figure has been 
evaluated.” 

The advisory group also said it ap- 
proved the policy of accumulating 
more money in the trust funds than 
would be needed to meet all foresce- 
able short-range contingencies but ex- 
pressed the belief that interest earn- 
ings should not be expected to meet 
‘a major part of the long-range benefit 
costs. 


Believes SS Taxes Should Be Raised 


In its report, the council expressed 
the belief that increases in SS taxes 
‘now provided in the law for 1960 and 
1963 should go into effect as sched- 
uled. It also stated that conditions 
will probably warrant the scheduled 
1966 rate increase to 4% each for 
employes and employers and 6% for 
self-employed people. It was doubtful, 
however, whether the final scheduled 
rate increase to 442% each for em- 
ployes and employers and 6%4% for 
self-employed people should go into 
effect as scheduled for 1969. 

The council said it was not recom- 
mending that any change be made 
















rates in the present law. 

“Instead,” the council stated, “we 
recommend that future advisory coun- 
cils, in the light of conditions current 
at the time of their inquiries, give 
study to the timing and level of any 
contribution rate increases to be made 
after the 1966 schedule increase of 4% 
for both employes and _ employers. 


Up Va. Blue Shield Cover 


Virginia state corporation commis- 
sion has approved endorsements to 
Blue Shield medical contracts under 
which subscribers will be able to ob- 
tain, for an extra charge, additional 
Coverage to provide for diagnostic X- 
Tay and laboratory services for out- 
patients. 

_ Allowance for these services will be 
In line with regular schedules for such 
services for hospitalized patients. 
Amounts are up to $50 for both services 
curing each consecutive 12 month 
Petiod on a standard contract, and up 
jo $100 on the comprehensive form. 
The additional services will cost a 
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single subscriber 66 cents more a 
month on the standard contract and 
90 cents more on the comprehensive 
schedule. For a subscriber and family 
the cost will increase $1.42 and $1.90 
per month on the respective contracts. 
A subscriber and one minor child 
may have the additional coverage for 
$1.04 and $1.40 extra per month on 
the respective forms. 


Connecticut General 
Wins Landscaping Award 


Connecticut General was ‘one of 10 
national winners of Plant America 
awards for industrial landscaping in 
the U.S., Canada and Hawaii. The 
award for the home office landscaping 
is sponsored by the American Assn. of 
Nurserymen and gives recognition to 
“achievement in industrial landscaping 
and beautification contributing to em- 
ploye and civic pride in our American 
heritage.” 

The award, which was _ presented 
Jan. 7 at the eastern regional lunch- 
eon meeting of the association at the 
Statler Hotel, New York, was one of 
the few national awards given by the 
association in 1958. 


Congress Gets Many 
New Laws Affecting 
Lite, A&S Fields 


Various pieces of legislation affecting 
the life and A&S fields have been 
introduced in the House by members 
of the new Congress. 

Reintroduced was a new version of 
last session’s Jenkins-Keogh bill spon- 
sored by Rep. Keogh, Rep. Simpson and 
others. Rep. Jenkins, who formerly 
sponsored the legislation, voluntarily 
retired from Congress. 

The original bill which last session 
was passed by the House, but not by 
the Senate, would have permitted 
self-employed individuals to deduct 
from gross income 10% of net earnings 


up to $2,500 in a single year, with a- 


maximum lifetime limit of $50,000, for 
amounts placed in a restricted retire- 
ment trust fund or paid as premiums 
on annuities or certain other types of 
restricted retirement insurance pol- 
icies. 

Among other legislation thrown into 
the congressional hopper was a bill by 
Rep. Lane which is designed to pro- 
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mote extension and improvement of 
voluntary prepayment health plans 
and policies. 

A number of veterans insurance 
bills were introduced. Rep. Teague, 
chairman of the veterans affairs com- 
mittee, offered one to provide waiver 
of premiums on National Service pol- 
icies for totally disabled veterans with- 
out regard of age. He also introduced 
a bill to provide an additional option 
to World War II veterans for convert- 
ing their NSLI. 

Rep. Lane also put in a bill to pro- 
vide that term insurance held by 
World War I veterans shall be con- 
sidered fully paid when _ insured 
reaches 65. 

Bills to amend social security were 
numerous. Rep. Patman, who has been 
chairman of the joint economic com- 
mittee, proposed a bill to provide a 
direct old-age pension of $75 monthly 
to every citizen 65 years or over. 

A bill by Rep. Jennings is designed 
to eliminate the 50-year minimum age 
limit for disability benefits, and to 
reduce the eligibility age of both men 
and women to 62 for OASI benefits. 
Rep. Lane’s bill would reduce to 60 
the minimum age for OASI benefits. 
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59 MODEL IS GREAT 


Provident’s entire line of individual life insurance 
policies has been redesigned and streamlined — 
boasting outstanding new features and attractive, 
functional accessories. These include a brand new 
easy-to-use rate book, a new volume savings for. 
larger policies, and a new line of policies designed . 
especially for women. Sales aids are all new and 
Provident life producers have a new 
passing gear for getting out in front of competi-. 
tion. They'll be hard to catch on the road to 


greater earnings. 
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HeNATIONAL UNDERWRITER 


Goldberg Castigates Mutual Funds At N. Y. 


(CONTINUED FROM PAGE 


will be enhanced by permitting the 
NAIC to make the best answers it 
ean to his accusations, THE NATICNAL 
UNDERWRITER is withholding its noo 
complete account of Mr. Goldberg’s 
talk until the NAIC has had a chance 
to go over the transcript and attempt 
to refute any points it believes are 
erroneous, after which Mr. Goldberg 
will be given the opportunity to rebut 
the NAIC criticisms. 


To Sift Facts From Opinions 


In this way, if there are factual 
inaccuracies they can be corrected. 
Where differences in interpretation of 
the same set of facts show up, readers 
will be given both interpretations. 
Where opinions are in conflict, the 
factual basis for them will be cited, 
and readers may take their choice. 

It is possible that the article may 
run in the Jan. 24 issue, but because 
of the highly controversial nature of 
the topic, it is more likely to appear in 
the Jan. 31 issue or perhaps even the 
following one. 


1) 


To the highly sympathetic overflow 
crowd, Mr. Goldberg, whose speech 
was appropriately titled, “The Negative 
Aspects of Mutual Funds,” said at the 
outset that they could expect him to 
say “nothing favorable to the sale of 
mutual funds.” His lengthy, emotion- 
charged talk bore out his preface, as 
he mercilessly castigated the funds to 
the delight of most of his listeners. 

A few in the audience, however, 
though members of the insurance fra- 
ternity, at various times during his 
indictment took exception to some of 
what he said, and on occasion their 
moans of pained indignation could 
be heard above the commanding voice 
of the speaker. 

Although speaking “off-the-cuff,” as 
he put it, Mr. Goldberg told his audi- 
ence that he had before him the re- 
ports and prospectuses of the funds 
mentioned, plus newspaper articles 
and other source materiai for every- 
thing he had to say. Representatives 
of the National Assn. of Investment 
Companies were in the audience, and 








No. 1 in an enlightening series of 12 Broker-Type personalities. 





Miserable Mumbler 


This agonized gent mutters constantly about the lack of a com- 
plete line of competitive plans. 
for the solution. (And. at competitive commission rates). 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRE- 
SENTATIVES, BROKERS AND 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 








AME 
INSURANCE CoO. 





OVER FOUR AND ONE THIRD BILLIONS OF INSURANCE IN FORCE 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 


He should check with ANICO 


SPECIAL BROKERS 


COORDINATOR OF SALES 


RTCORUN SED RU DOE UE 


GALVESTON, TEXAS 





Mr. Goldberg said it was well that he 
was able to “document” his case, be- 
cause, as he declared with a dramatic 
flourish, they have a stenotypist “sit- 
ting right here taking down everything 
I say.” 

As a student and one-time reporter 
and writer on economic matters, Mr. 
Goldberg’s major complaint against 
mutual funds seems to be that they 
are, or the ones he cited are, poor 
investments. As a salesman of life 
insurance, his objection to them is 
predicated on his insistence that mu- 
tual fund salesmen are responsible for 
a large amount of life coverage sur- 
renders. 

Continuing his early established rule 
not to say anything favorable about 
mutual funds, Mr. Goldberg let his 
audience know what he thinks of fund 
salesmen as competitors for the life 
insurance dollar. Most funds, he said, 
have as their stated policy that no 
one should buy fund shares unless he 
is adequately covered by life insur- 
ance. This, he said, is not necessarily 
the case in the field when the would- 
be investor is approached by a fund 
salesman. 


‘How Much Insurance?’ 


In his own case, Mr. Goldberg told 
how he is constantly being approached 
by mutual salesmen whose sales open- 
er regarding life insurance is, “How 
much insurance do you have?” 

Mr. Goldberg said that his pat an- 
swer for them is, “I have a 25-cent 
weekly premium industrial policy with 
Rigormortis Life Insurance Co.” 

Without really paying any attention 
to his facetious rejoinder, Mr. Gold- 
berg said that the salesman invariably 
says, “That’s fine,” and then proceeds 
right into his sales pitch. 

In another situation, Mr. Goldberg 
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told how one of his clients was ap. 
proached by a mutual fund salesmay 
who was obviously trying to get hin 
to give up an annuity policy. 
client in turn sent a copy of the fun 
prospectus to Mr. Goldberg with a no 
attached, suggesting that he look ; 
over and perhaps recommend it 
some of his other clients. 

Mr. Goldberg’s audience broke gy 
into gales of laughter and appla 
when he concluded the anecdote } 
indignantly stating, “He wanted me 
be a twister! 

By the time he was finished, it w, 
evident that Mr. Goldberg had carrij 
most of his audience with him. In th 
question and answer period, howey 
although most members indicated 
they agreed with him, a few heated) 
labeled some of his arguments “ab: 
solutely false,” and “a disservice 
the institution of life insurance.” 
American Life Directors Elected 

Directors elected by American Life 
are Frank H. Blair, chairman of Moun 
Olive & Staunton Coal Co., St. Louis 
Leo P. Dorsey, senior partner of the 
New York law firm of Dorsey, Bur 
and Kefer; Harold H. Hammer, Ney 
York investment counselor and at 
torney, and Harold S. Minor, vice. 
president of Manufacturers Trust Co, 
New Xovlk. 

Weiss Honored For Long Service 

Walter T. Weiss, 2nd vice-president 
in the district agency department o 
Washington National, was_ recenily 
honored for completing 35 years of 
service. Mr. Weiss, who is now in 
charge of the district agency central 
territory, joined Washington National 
through the National Life and Her- 
cules mergers. He was promoted to 
his } resent post in 1955. 
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...providing modern insurance protection for 
1,000,000 individuals and families throughout the 


...with a corps of trained representatives who can 
count on a good income, opportunities for promo- 
tion, and personal security. 


LIBERTY LIFE 
INSURANCE COMPANY 


Greenville, South Carolina 
The important things in life call for Liberty Life 
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Republic National Life 


w. N. Stannus 3 
has been promoted 
to senior vice- 
president of rein- 
surance and Barry 
Oakes to senior 
vice-president and 
general counsel. 
Mr. Stannus joined 
Republic Nation- 
al in 1956 and has 
been in charge of 
the reinsurance di- 
vision since 1957. W. N. Stannus 
Mr. Oakes joined the company a year 
ago and has been vice-president and 





) general counsel. 


Fred T. Hollmer Jr. has been ap-: 
superintendent of general 





Barry Oakes Fred T. Hollmer Jr. 


agencies. Prior to his appointment, he 
had been in personal production and 
agency administration with another 








company. 


Equitable Society 


In the department of agency and 


| sales management training Don A. 


Gorsline has been named supervisor 
of management training and Anne 
Renzland becomes sales research con- 


_ sultant. Mr. Gorsline, who is a CLU, 
| was appointed a district manager in 


1952 and agent training instructor in 
1954. He was promoted to assistant 
supervisor of unit manager training 
in 1955 and in 1956 became assistant 
supervisor of management training. 
Miss Renzland has been with Equitable 
Society since 1934. She is a CLU. 


United Life & Accident 


Allan R. Hanna has been named 
agency secretary and Ernest J. Tsour- 
os becomes overseas agency secretary. 
Mr. Hanna has been in the tabulating 
department since 1954 and Mr. Tsouros 
has been agency department secretary 
since July, 1958. 


Jefferson Standard 
Dr. Charles T. Pace has been named 
assistant medical director. He has been 
In private practice in Greenville, N. C., 
since 1954. 


Massachusetts Mutual 


Douglass N. Ellis and Frank L. 
Meeske have been named directors of 
agencies and John C. Sevey becomes 
investment secretary. Mr. Ellis, who 
is a CLU, joined Massachusetts Mu- 
tual in 1933 at Springfield, Mass. He 
entered the home office in 1946 as 
agency assistant and in 1947 was 
named general agent at Syracuse. He 
became assistant superintendent of 
agencies in 1950 and superintendent 
of agencies in 1951. 

Mr. Meeske has been in the life 
business since 1940. Before joining 
Massachusetts Mutual as_s assistant 
superintendent of agencies in 1951, he 
was assistant general agent of Aetna 


Home Office Changes 


Life at Peoria. He became superinten- 
dent of agencies in 1952. 

Mr. Sevey has been with the com- 
pany since 1935 and was appointed 
assistant investment secretary in 1950. 

John A. Schaeffer and Arnold R. 
Smith, mortgage loan analysts since 
1957, have been named assistant re- 
gional supervisors in the mortgage 
and loan departments at Springfield, 
Mass., and Los Angeles, respectively. 





D.N. Ellis F. L.. Meeske 


J. Ross Hanson, actuarial assistant 
since 1954, has been appointed assis- 
tant actuary, ordinary. In the mathe- 
matical department, Burpee W. Shaw, 
former assistant actuarial administra- 
tor, has been named actuarial admin- 
istrator and Carroll H. Brown, assistant 
manager since 1957, becomes manager. 


UNION LIFE has named Mrs. Elmo 
Walker vice-president, R. Walker 
Barksdale assistant vice-president, and 
Mrs. Winnie DeMent assistant secre- 
tary. 


EMPIRE LIFE & ACCIDENT has 
promoted Ben Rubush to assistant 
vice-president agency department, and 
Donald L. Coghill to chief underwriter 
ordinary department. 


AMERICAN SECURITY LIFE has 
named Herschel H. Hittle agency 
director and Michael Saldino assistant 
director. 


TIME OF MILWAUKEE has ap- 
pointed Kenneth R. Willis director of 
life sales. 


FIDELITY INTERSTATE LIFE of 
Philadelphia has appointed George J. 
Harrison director of life agencies. 
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One Good Way To Keep 
Good Agents Happy 


We believe a good agent is happiest with the company 

best able to accept all the business he has worked hard to get. 
No company likes to turn business away, or disappoint 

its producers, by rejecting substandard applications. And it’s 
often unnecessary, because many “‘borderline”’ cases can be 
successfully written, if the company gets the right 
underwriting help and gets it in time. This is precisely 

what North American Reassurance Company provides. 


We are in life reinsurance exclusively, with hundreds of 

life company clients depending upon us for superior 
underwriting assistance. Because of our unusual depth of 
experience in underwriting substandard business we. 

are usually able to determine immediately whether or not a 
difficult case can be successfully written. Of course, 

we will share the risk or even take it all, if desired, at the 
lowest rate obtainable commensurate with sound 
underwriting. We can do the same for 


Te = 
you and your agents. 7 
Superior underwriting, and all our other Ua 
non-competitive services to life companies, preity 
are outlined in our booklet, ‘‘Reinsurance ein 
Exclusively’’. Why not write for your free Omi i; 


copy today. 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS « 
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life insurance. 






Modern Woodmen always has kept abreast of the constantly changing needs of the insuring public. 
hundreds of thousands of Americans have safeguarded their future financial security through Modern Woodmen 


For Modern Americans 
IT’S MODERN 
LIFE INSURANCE 








The Modern American family has reached new heights in intellectual, cultural, financial and physical well-being. By 
proper budgeting of time they are able to take advantage of new areas of recreation and leisure; by proper budget- 
ing of funds they are able to insure a secure tomorrow and a worry-free today. 


That is why 


For Modern Life Insurance 





Cd 


$630,000,000 LIFE INSURANCE IN FORCE 





MODERN WOODMEN of America 


It’s MODERN WOODMEN 


$840,000,000 RETURNED TO POLICYHOLDERS AND BENEFICIARIES 


HOME OFFICE — ROCK ISLAND, ILLINOIS 





ASSETS EXCEED $210,000,000 
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Lincoln National 


Three representatives have been 
named to supervisory posts in their 
respective agencies. The appointees 
and their locations are: D. M. Bying- 
ton, Sheldon I. Barnett & Associates, 
Omaha; Lewis R. Patterson, L. D. 
Payne agency, Des Moines, and Philip 
Zell, .P G. Delman agency, Sioux City, 


Ia. 


FieNATIONAL UNDERWRITER 


Changes In The Field 


Mr. Byington has been a member of 
Barnett agency since July of last year. 
His eleven years in sales work have 
been devoted almost entirely to life 
insurance selling. 

Mr. Patterson, who has been a mem- 
ber of Payne agency for two years, 
was formerly in public and industrial 
accounting. 


Mr. Zell, who joined Delman agency 










His Showmanship sets the perfect stage for 
such special contracts as the Passbook Sav- 
ings Plan, Family Security, Fit-the-Future, and 
a huge portfolio of A & S, Group, Pension 
and Annuity Plans. 


Whether you want to double your production or build an Agency of 
your own, the Master Motivator can be your most profitable partner. 
For information about other profit-building aids—Top Commission Con- 
tracts, Recruiting Bonuses and Financial Assistance, wire or write in 


confidence to 7 


Even I know that... 
TWO SALESMEN SELL 
BETTER THAN ONE! 


All the king's horses and all the king's men 
—turn out when Jefferson National Agents 
introduce their enthusiastic, hard-working As- 
sistant Salesman. This V.I.P. is the colorful 
sound film that packs tremendous Motivation 
into 14 dramatic minutes. 













BYRON C. JOHNSON 
Agency Vice-President 





JEFFERSON NATIONAL 


INDIANAPOLIS, 


INDIANA 














in 1958, has a background of 24 years 
in selling. He recently qualified in the 
company’s top sales honorary organi- 
zation, the Minute-Men club. 


Provident Mutual 


C. Luke’ Bur- 
nette, a member of 
the management 
training school, 
becomes manager 
of the enlarged 
Tennessee agency 
at Nashville and 
C. Clinton Camp- 
bell, who has been 
manager at Knox- 
ville since 1952, 
has been named 
district manager 
there. Mr. Bur- 
nette has been with Provident Mutual 
since 1954. Mr. Campbell is a CLU. 

Also appointed managers are former 
supervisors Harold F. Mowery Jr. at 


C. Luke Burnette 





. 
Harold F. Mowery Jr. 


Oscar M. Pitcock 


the central Pennsylvania agency and 
Oscar M. Pitcock at San Jose, Cal. 
Messrs. Mowery and Pitcock joined 
Provident Mutual in 1954. Mr. Mow- 
ery’s headquarters will be at Lemoyne, 
Pa. 


Occidental Of California 


Kay C. Koetter, has been appointed 
manager of the Omaha office, and 
Ernest W. Gray Jr., manager there 
since 1948, has transferred to the post 
of brokerage manager. Mr. Koetter 
rejoins Occidental after two years as 
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Founded in 1878 


CWRAMPED? 


\ Ke. ae eS a i eae ae 


% Group insurance! 
% Pension plan! 


Detroit 2, Michigan. 


ACCABEES — a Life Insurance Society 


Home Office Detroit 2, Michigan 


\ Do you feel like you want to move up — are you cramped 
in your present position? Would you like the opportunity 
to “stretch out” into an agency of your own? 


We have just what you’re looking for . . . 

% Top agency building contract! 

¥% Liberal contract for your agents! 

% Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 Woodward Avenue, 
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assistant general agent in St. Loy 
for Lincoln National. Prior to that} 
had spent three years as_ brokerag 
manager in Occidental’s St. Loy 
office. Mr. Gray has been in life insy 
ance sales for 30 years in Kansas (Cj 
and Omaha with Kansas City Lif 
Travelers and Occidental. 


State Mutual 


John R. Kak 
manager at 
waukee for th 


past year, has beg; 
named manager # 
Chicago, and 
succeeded at Mil. 
waukee by Clyk 
A. Frick. Mr. Kal 
entered the _ life 
business in 195) 
and in 1954 wa 
appointed assistan: 
general agent # 
Chicago. Mr. Fric 
has been in the life field since 1947, | 





John R. Kalb 


Prudential 


Gilbert G. Tipton has been name 
manager for the company at Eugene 
Ore. He will be in charge of 
a 20-man staff in Coos Bay, Klamath 
Falls and Medford, Ore. He was former 
ly a training consultant for the com. 
pany. 

Neal R. Lampkin has been promoted 
to staff manager at Burlington, Ia 
He has been an agent there since join- 
ing Prudential in 1954. 


Mutual Benefit Life 


Janud! 


succeec 
who 1! 
Moder: 








Edward C. Dunn 
has been appointed | 


devote himself to 
personal _ produc- 
tion. Mr. Dun 
joined " M utual 
Benefit in 1950 at 
Detroit, where he 
was named super- 
visor in 1953. 





Edward C. Dunn 


Colonial Life 


John D. McCue 
has been appointed 
regional _ superin- 
tendent of eastern 
Pennsylvania and 
Delaware, with 
headquarters’ in 
Philadelphia. He 
entered the _ life 
field in 1952 and 
has 
Connecticut 





John D. McCue 


area. 


Modern Woodmen 


The company has named two state 
agency managers, Ray W. Harkins at 
Richmond, Va., and C. Francis Ortman, 


at Rock Island, Ill., both appointments — 


effective Jan. 1. Mr. Ortman’s appoint- 
ment coincides with the division of 
Modern Woodmen’s northern Illinois 
territory, and Mr. Ortman, who has 
been with the company for 19 years, 
will supervise operations in seven 
northwest counties. Mr. Harkins, who 
started with the company in 1952, 


general agent at | 
Nashville to suc-_ 
ceed Herschel | 
Emery, who has | 


retired from man- | 
agement duties to | 


been with | 
Gen- | 
eral and New York | 
Life as group SuU- — 
pervisor and bro- | 
kerage supervisor in the New York | 





ein linha 





WRB ssinw 


XUM 





Y 17, 195 





St. 







St. Loy 
to that } 
broke ae 
Lowy 
life ingy 
Kansas Cis 
City Lif 

















January 17, 1959 





succeeds Charles Bain, Roanoke, Va., 
who is retiring after 38 years with 
Modern Woodmen. 


Western Life 


Robert E. Towle 
Jr. has been ap- 
pointed —superin- 
tendent of agen- 
in Nebraska. Mr. 
Towle, one-time 
general agent for 
Western Life in 
Billings, Mon t., 
has had long ex- 


Lake’ City; Robert Ballonoff, Whittier, 
Cal.; Irwin J. Bressel, Glendale, Cal.; 
Robert A. Fenberg, Long Beach, Cal.; 
George T. Martin Jr., Columbus, Ga., 
and Eugene C. Thomley, Tuscaloosa, 
Ala. 


American United Life 


Robert M. Stad- 
ler has been ap- 
pointed manager 
of a new Los An- 
geles agency at 
3961 Wilshire bou- 
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there, was named unit manager. Mr. 
Waychoff joined Southland Life in 
1953 and after field and home office 
experience in various Capacities was 
named assistant manager at Austin in 
1957. Mr. Shuffield has been with the 
company since 1957 as an agent at El 


Paso. 


KENTUCKY 
LIFE has 
Virginia and has appointed E. Paul 
Smith as regional manager with head- 
quarters at Huntington. 





Guardian Life 


Robert W. Mit- 
chell has been ap- 
pointed genera] 
agent at Detroit. 
He entered the life 
field in 1951, and 
has been general 
agent of Mutual 
Trust Life 
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Editorial Comment 


‘Underinsured Majority’: Whose Fault? 


The “hidden persuaders’” may be 
largely responsible for getting the typ- 
ical American to put money into shiny 
new cars and other tangibles while he 
neglects buying a decent amount of 
life insurance—but isn’t the life insur- 
ance business also to blame for this by 
“deliberately directing the bulk of our 
selling muscle to the upper and upper- 
middle income groups, so that we tend 
to neglect the millions of young people 
at the time they are forming their 
buying and spending habits?” 

This question was posed in a letter 
to the editor from Porter H. Downey, 
assistant manager of Connecticut Mu- 
tual’s sales promotion and advertising 
department. Mr. Downey made it clear 
he was speaking for himself and not 
for his company. 

Because of this emphasis on the 
better-heeled prospects, ‘“hucksters for 
cars, hi-fi, and boats win by default, 
and when our young people finally 
enter the magic ‘can-pay’ bracket with 
which our sales people are so enam- 
ored, we’ve first got to change their 
spending habits, indeed their whole 
approach to life, before we can sell 
our product effectively. 

“For example, a neighbor of mine, 
a young school teacher, has a wife, 
two youngsters and a $13,000 mortgage 
on his home. It wasn’t until I steered 
a Connecticut Mutual agent to him 
that he thought seriously about adding 
to his life insurance, which consisted of 
$10,000 of GI term insurance. 

“Until this time he hadn’t been ap- 
proached personally by one single life 
insurance agent. A couple of direct 
mail letters, yes, but nary even a fol- 
low-up phone call! He had lived in 
our heavily-mortgaged young neigh- 
borhood three years. Why the neglect? 
I’m convinced that it was because 
most agents knew his profession, i.e., 
his approximate income, and figured 
he couldn’t pay. (‘Don’t waste your 
time on guys who can’t pay,’ says the 
general agent.) Maybe so, but this guy 
buys a new car every two years and 
budgets car payments like rent—$90 
a month. And he jokes about the fact 
that he’s never owned a car free and 
clear! 

“Now a contrasting case, if you'll 
pardon personal references: When I 
was married some eight years ago, I 
had only my $10,000 NSLI term policy. 
I was making 60 bucks a week, paying 
$75 a month rent and paying off a GI 
business loan at the rate of $90 a 
month. Man, did we eat spaghetti! 
Then my little wife started knitting 
booties. An agent who lived nearby 
(he hadn’t bothered with us until the 
changes in my wife’s contours became 
apparent to his practiced eye) came 
by one evening to talk about life in- 
surance. To make a long story short, 
this fellow refused to sell me the mod- 
est limited-pay ‘savings’ scheme I 
showed interest in. Instead he insisted 
that within 10 years I’d need $100,000 
of life insurance. (Of course, I thought 
he was crazy, but I was flattered.) He 
old me a piece of term, but never let 
get that I was shooting for the 


hundred grand. Term was his idea. 

“By the time I joined the Connecti- 
cut Mutual four years ago I owned 
$40,000 worth. I now have $90,000, 
over half of it permanent. I no longer 
think $100,000 is an outlandish goal, 
but the premiums I shell out would 
be looked upon in my neighborhood as 
clear evidence of insanity. New car? 
Hell, I’m still eating spaghetti, albeit 
occasionally laced with a meatball or 
two. The old Chevvy is good for two 
years more under my five-year plan. 

“The point of all this is that accord- 
ing to the pitch generally given to 
agents, I’m just now entering the 
‘quality’ life insurance market (age 32, 
have wife and three kids at last count, 
own home and have a pretty good 
job and future). And this seems to be 
borne out by the fact that I’m getting 
more and more direct-mail and tele- 
phone solicitations from life insurance 
agents. 

“If it hadn’t been for that discerning 
life agent seven or eight years ago, 
I’d be driving a 1959 Pontiac, my 
wife would have a Volkswagen, we’d 
be investing in mutual funds, I’d have 
hi-fi piped to every room in my house 
and my recreation room bar would be 
stocked with Bell’s Royal Vat scotch 
and Beefeater’s gin instead of the 
A&P varieties I occasionally guzzle 
(guests drink beer). I’d have maybe 
$20,000 in life insurance and when Joe 
Agent came around I’d protest I 
couldn’t afford a nickel’s worth more. 
If he was really good, he might even- 
tually sell me another five or 10 thou- 
sand. 

“In other words, if it hadn’t been 
for a really cogent agent years ago, 
I’d be exactly like the great majority 
of men in my age group today. They’re 
that way because there aren’t enough 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, January 13, 1959 



































Bid Asked 
Aetna Life 246 251 
Beneficial Standard. ............:0008 16% 17'%2 
Business Men’s Assurance ......... 4042 42 
Cal.-Western States 116 
Columbian National . 135 
Commonwealth Life .... 28 
Connecticut General .. 370 
Continental Assurance ............. 170 174 
TUE Te bins sksvidsirkarivesiciciocersese 82% 84 
Great Southern Life 86 91 
Gulf Life 25% 262 
Jefferson Standard ............00e 90 92 
eames City BABS .c.cccernscccsiinnviensess 1590 1620 
Liberty National Life .................. 48 50 
Bil Be NT  nccescctatstncennenesctions 22 23 
Re Oe FEIT | coesasiccascoscosccececenceves 53 53 
Lincoln National Life .................. 252 257 
PUNE TING, sincere ccs ccscecoseepeicseceses 120 122 
North American, III. ............:0+ 20 21% 
Nw. National Life .... 96 Bid 
Ohio State Life ..... 290 310 
Old Line Life .................. 58 Bid 
Republic National Life .. 72 75 
Southland Life ..............0 131 136 
Southwestern Life  .........cccccseee 138 142 
Travelers 972 99 
United, Il. 55 57 
U.S. Life 45 46% 
Washington National .............0000 60 63 
Wisconsin National Life .. 70 72 
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agents willing and able to spend the 
time and effort necessary to get young 
people on the right track when men- 
tally shaping lifetime habits of buying 
and spending. And life insurance com- 
panies are doing precious little to 
change this bad situation. In fact, 


they’re stepping up the efforts to 
worsen ji. (‘Upgrade your prospect- 
ing!’) 


“It’s all very well to criticize the 
bully-boys from Detroit and the ir- 
responsible, gullible American public, 
but while we deplore, let’s be honest 
and share the blame. We come around 
too late. American living tastes have 
changed radically. Maybe we need a 
radical change in our marketing meth- 
ods to keep pace with that change. At 
least, it seems to me that if a man 
can’t make a decent living selling life 
insurance unless he works the ‘quality 
market,’ then it’s time for us to re- 
examine our selling and commission 
setup in the light of our knowledge 
of life insurance needs and, perhaps 
more importantly, in the lignt of our 
responsibility to the underinsured ma- 
jority. 

“If we don’t have the brains and 
foresight and, yes, the guts to do the 
job we know must be done even if it 
means unsettling comfortable, time- 
honored customs, then we certainly 
won’t have the right to complain if 
Papa Government steps in to do the 
job for us. And that is the inevitable 
alternative.” 

The industry’s responsibility to the 
“underinsured majority” is something 
that gets all too little thought. We 
have editorialized about it in the past, 
suggesting, for example, that there 
should be the equivalent of some 
churches’ “every-member canvass.” 
This would make sure that everybody 
who ought to have insurance and who 
was not some agent’s regularly serv- 
iced client would be called on at least 
once in every couple of years. 

This would be a public service and 
would very likely result in enough 
business to be warranted on purely 
materialistic grounds. It would also 
mean fewer agents would be calling 
on the “target”? prospect—the fellow 
who just had a promotion, a new baby, 
a house, or got married. Certainly a 
lot of effort is wasted by having so 
many agents concentrating on so few 
prospects. 

But the real problem is that none 
of these socially desirable steps can 
get very far if they can only be under- 
taken at a loss. Even the prospect of 
Papa Government stepping in will 
have to be a lot more ominous than it 
is to scare the industry into doing 
something unprofitable just to stave 
off further government intervention. 
And by that time it will be too late. 

We believe the underlying cause of 
what Mr. Downey has so colorfully 
described is this: For the great major- 
ity of coverage sold, the cost of life 
insurance is barred by the New York 
law from finding its own level. The 
reason that people neglect life insur- 
ance to buy new cars is not just that 
cars are fun and life insurance isn’t. A 
lot of the cause is that the car manu- 
facturer can charge any price he 
thinks will bring in the biggest net 
profit, whereas the life insurance com- 
pany if it is licensed in New York, 
can’t pay its agents enough to make it 
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worth their while to solicit the very 
people who need life insurance the 
most. More importantly, it is prevented 
from setting up a frankly higher-cost 
system designed for selling ordinary 
insurance to the “underinsured ma- 
jority.” 

For some reason, it is always as- 
sumed that any such letting down of 
the bars would automatically mean a 
return to the wasteful selling practices 
criticized in the Armstrong investiga- 
tion of half a century ago. There are 
ample safeguards available against 
these. 

Nearly every speaker who recounts, 
with justified pride, the great amount 
of life insurance being sold and in 
force also mentions with concern the 
inadequacy of the amount of insur- 
ance on the average family head. And 
it would look still worse if we took 
the average of those whose coverage is 
less than fairly adequate. Yet no one 
seems interested in exploring the 
deadening effect of the laws of one 
state—the state where the companies 
doing the big bulk of business are li- 
censed and want to stay licensed. 

An interesting research project for 
the Institute of Life Insurance or 
LIAMA would be this: How much 
more protection would be in force to- 
day if the New York law had per- 
mitted selling costs to find their own 
natural economic level instead of be- 
ing artificially held down? It is lucky 
for New York’s legislators that the 
widows—actual and_ potential—who 
are affected by this supposedly bene- 
ficent statute don’t know what it is 
really doing to them.—R.B.M. 













Personals 


John Galloway, head of the Galloway 
agency of Birmingham (Ala.) and a 
former president of International Assn. 
of A&H Underwriters, was honored re- 
cently in a resolution by the Birming- 
ham Hospital council. In its state- 
ment the council recognized Mr. Gallo- 
way’s leadership in organizing hospital 
admissions plans throughout the south, 
and acknowledged a “debt of gratitude 
for his service to the sick and injured 
in this city.” 


M. F. Kennedy, insurance writer of 
San Antonio, is recuperating from an 
intestinal operation there. 


August Kern Jr., president of Ac- 
credited Hospital & Life, is recuperat- 
ing at his home from a leg fracture 
which has kept him from his desk for 
several months. He is expected to be 
back at his office by the end of Febru- 
ary. 


Charles P. McCormick, director of 
Massachusetts Mutual, received awards 
from the National Conference of Chris- 
tians and Jews for “his outstanding 
service to his fellowmen in his own 
place of business...and in the com- 
munity as a whole,” and from the 
Sports Boosters of Maryland. 


De Emmett Bradshaw, honorary 
chairman of Woodmen of the World, 
Omaha, on his recent 90th birthday 
received two unusual gifts. One was 
his largest birthday card ever, com- 
posed of six pages each measuring 
25% by 21% inches, personally signed 
by .each of the company’s 450 home 
office employes. The other was an 





ACCIDENTS 


Many life agents supplement their client's life insurance program with the 
Global ACCIDENTAL DEATH Policy Form 711. Policy covers Accidental 
Death 24 hours a day. The only exclusions are suicide, war, military service 
or while acting as a pilot, co-pilot or crew member of any aircraft. It covers 
flying as a passenger in any aircraft anywhere in the world. Premiums are 


TAKE 100,000 LIVES 
EACH YEAR! 


























as follows: 
FOR ACCIDENTAL LOSS OF LIFE 

ANNUAL ANNUAL 

AMOUNT PREMIUM AMOUNT PREMIUM 

Plan No. 1 $200,000 $250.00 Plan No. 5 $50,000 $62.50 
Plan No. 2 150,000 187.50 Plan No. 6 25,000 31.25 
Plan No. 3 100,000 125.00 Plan No. 7 15,000 18.75 
Plan No. 4 75,000 93.75 Plan No. 8 10,000 12.50 

















ship policy. 


141 West Jackson Boulevard 


Telephone 
WaAbash 2-1100 
Underwriting Managers (A. & H. only) for Employ 


Savings on Federal Estate Taxes made possible by use of Third Party Owner- 


Agents say that they have been able to increase their life sales by using this 
policy to complete their client's program! If you can qualify, Producers Con- 
tracts are available in Arizona, Arkansas, Colorado, District of Columbia, 
Florida, Illinois, Indiana, lowa, Kansas, Michigan, Minnesota, Mississippi, 
Nebraska, New Jersey, New York, North Dakota, Oklahoma, Ohio, Oregon, 
Pennsylvania, South Carolina, South Dakota, Texas, Vermont, Virginia, 
Washington, West Virginia, Wisconsin. 

Write, phone or wire for sales brochure and how 

to increase your life sales by using our plan. 


G. SHANNON GROVER & COMPANY 


Chicago 4, Illinois 


e Board of Trade Building 


Cable Address 
Groco - Chicago 











Mutval C Ity Company of Des Moines, lowa. 








LIFE INSURANCE EDITION 


all-leather bound first Baskerville edi- 
tion of the Bible (1763 edition), a gift 
of officers and directors of the com- 
pany and friends. Mr. Bradshaw, for- 
mer Woodmen president and chairman, 
has 63 years of continuous service, 60 
as an officer. 


Raleigh R. Stotz, who recently re- 
tired as general agent at Grand Rapids 
for Mutual Benefit Life, has been 
elected vice-president of Mutual Home 
Federal Savings & Loan Assn. there. 
He also was honored by Mutual Bene- 
fit Life at a home office luncheon in 
Newark and was presented a wrist 
watch and album of testimonial letters 
from company officers and general 


agents. 
Deaths 


RICHARD G. POINDEXTER, 53, 
special agent at St. Louis for North- 
western Mutual Life and a life mem- 
ber of the Million Dollar Round Table, 
died after an illness of several months. 
He had been with the company since 
1933. His father, Clarence H., had 
been general agent at St. Louis for 








23 


Northwestern Mutual for 19 years, and 
an aunt and uncle also had been with 
the company. 


JOHN F. HANDY, 63, retired gener- 
al counsel of Massachusetts Mutual, 
died at his home in Tenants Harbor, 
Me. Mr. Handy joined the law depart- 
ment in 1924 and was elected general 
counsel in 1948. He retired for health 
reasons in 1954. 


WILLIAM W. MOSS JR., 51, as- 
sistant vice-president of Metropolitan 
Life since 1956, died at St. Luke’s 
Hospital, New York, after an illness 
of several weeks. 


BERNARD B. JOYNER, who became 
Occidental Life of California’s first 
representative in Virginia when he 
opened a general agency in Norfolk in 
1947, died. Mr. Joyner represented 
Union Life in Norfolk for five years 
before joining Occidental. 


CLARENCE W. HUDSON, 80, for- 
mer general agent of New England Mu- 
tual at Los Angeles, died. In 1932 Mr. 
Hudson was one of five partners who 
founded what is today the Hays agen- 
cy. He became associate general agent 
at Long Beach in 1938. 
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STATE LIFE 
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We at State Life are 
launching new agencies in 
many states and are constantly 
on the alert for keen men, like yourself, 
who want to soar to new heights as successful, 
career underwriters or agency managers. The men 
we're looking for will be able to enjoy one of the most 
rewarding contracts ever offered. Write today for complete 
information on how you, too, can go up, uP, UP with State Life. 
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Liners ETE are ish plaintiffs with true and correct § tegrated 
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schedules accurately reflecting the 
progress and effect of such bank loan 
insurance program, including the 
amount of bank loans required to 
maintain such program in effect.” 

3. That the integrated program of 
“pank loan insurance” sold the New- 
tons was a suitable insurance program 
for them and their family and tailored 
to fit their needs. 

4. That the defendant insurers were 
reputable and conservative, had in- 
vestigated the Newtons and would not 
have issued the policies to them if 
they had not believed they were suit- 
able for them. 
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Had Duty To Disclose 


The complaint charges that Stead- 
man and Wentner were under a duty 
to disclose to the Newtons, because of 
their relationship of trust and confi- 
dence which existed between the 
Newtons and Steadman and Wentner 
and the superior knowledge of the 
agents, such undisclosed information 
and facts as: 

“The ‘blue book’ and subsequent 
letters and tables further explanatory 
thereof submitted to Steadman and 
Wentner upon the completion of the 
bank loan were not in all respects 
true, but in fact misrepresented the 
results and effects of such bank loan 
insurance program as follows— 

“1, The total premiums from 1951 
to 1967 upon plaintiffs’ original insur- 
ance program would be $475,986 while 
in fact they would only be $454,769, 
resulting in an overstatement of $21,- 
217 of the ‘net saving’ of $139,665.76 
indicated in the ‘blue book’. 

“2. The total cash value of plaintiffs’ 
original policies in 1967 would be 
$768,763, whether or not the proposed 
bank loan program went into force. 
In fact, the total cash value of plain- 
tiffs’ original policies in 1967 would 
have been $765,695 had they been 
continued under their original terms, 
but only $696,613 under the bank loan 
program. This resulted in an additional 
overstatement of $69,082 in said ‘net 
savings’. 

“3, Including the proposed addition- 
al policies, the total cash value in 1967 
would amount to $2,391,843 against 
an ultimate loan of $1,629,178, which 
would leave a net cash value of $762,- 
655 and would call for only $6,098 to 
come from the original policies to pay 
off the loan in 1967. Actually, the 
total cash value would be only $1,986,- 
430 against an ultimate loan of 
$1,414,140 which would leave a net 
cash value of only $572,290 and would 
call for $193,405 to come from plain- 
tiffs’ original policies to pay off the 
loan in 1967. The loss on the additional 
policies sold by Steadman and Went- 
ner would thus result in an additional 
overstatement of $124,323 in said ‘net 
savings’.”” 

Failed And Neglected To Inform’ 


Steadman and Wentner, the com- 
plaint continues, “failed and neglected 
to inform plaintiffs that although each 
schedule of the ‘blue book’ and the 
subsequent letters and tables showed 
the tax advantages of the bank loan 
plan through deduction of interest, 
that a serious tax disadvantage existed 
in the taxes upon realization of cash 
values in excess of net premiums 
would have to be paid as ordinary 
Mcome upon termination of the pro- 
gram.” 

The Newtons charge in their com- 
Dlaint that they would not have 
purchased this program had _ they 
known the facts which defendants 
failed to disclose to them. 

“When plaintiffs purchased said in- 
tegrated program of ‘bank loan insur- 
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ance’ Steadman and Wentner knew 
that they did not understand said 
program and did not intend that they 
understand same, and plaintiffs did 
not make an independent decision 
thereon but relied completely upon 
Steadman and Wentner as agents of 
the defendants,” the complaint says. 

During the course of years, Stead- 
man and Wentner repeated to plain- 
tiffs on many occasions all of the 
representations originally made, and 
at no time did they ever make a 
disclosure of “any of the matters 
originally concealed by them” as al- 
leged above, the complaint continues. 

In April, 1958, rising interest rates 
made it necessary for the Newtons to 
reduce the amount of the loan and 
they cashed in the $235,000 single 
premium deferred annuity in Manu- 
facturers Life for its 1958 cash value 
of $238,500. The Newtons then dis- 
covered they were obliged to pay taxes 
on the $3,500 appreciation as ordinary 
income, a tax consequence which had 
never been disclosed to them. The 
Newtons then started an investigation 
of all the representations made by 
Steadman and Wentner, employing 
attorneys and an actuary for this 
purpose. “Through this investigation,” 
the complaint says, “plaintiffs dis- 
covered for the first time the falsity 
of said representation and the true 
facts of the concealment... ” 


Monetary Damages Cited 


The Newtons have now surrendered 
all of the policies acquired by them 
under the bank loan plan, received 
the cash proceeds and applied them 
on existing indebtedness which was 
created by the bank loan plan. The 
actual monetary damages to the New- 
tons resulting from the purchase of 
the bank loan plan is computed at 
$199,510 and is developed as follows: 
A. 1958 cash val. 
of orig. prog. 
as converted 
B. Less outstand- 
ing loan bal. 

C. 1958 cash val. 
(A - B) 

D. 1951 cash val. 
of orig. prog. 

E. Loss in cash. 
val. (D - C) 

F. Interest pd. 
1952-57 inclus. 
G. Less inc. tax. 
savings 1952-57 
inclusive 

H. Net. int. pay- 
ments 1952-57 

(F - G) 


$ —— 


$402,276 
230,000 —- 


172,276 
251,169 





78,893 





229,153 


130,367 


98,786 


I. Prem. personally 
paid on Nancy’s 

& Michael’s policies 
($7,277 per annum for 
years 1955-57 inclus.) 


J. Total Losses 
(E+H+D)) 


Postal Life President's 
Month Campaign Nets 
$10 Million In Sales 


Postal Life’s president’s month sales 
campaign resulted in nearly $10 mil- 
lion of submittted business, of which 
over $7 million was in ordinary and 
the rest in group sales. George Ross, 
general agent at Middletown, N. Y., 
led in personal sales with a total of al- 
most $1 million. 

The Milton agency at New York was 
first with almost $1.5 million of volume. 


John L. McCrea Of John Hancock 
Helps Dedicate Federal Building 

Vice-admiral John L. McCrea, ret., 
vice-president of John Hancock, par- 
ticipated in cornerstone-laying cere- 
monies for a federal building at Bur- 
lington, Vt. The $2 million structure, 
which is being financed by John Han- 
cock through General Services Admin- 
istration, will house a post office, court 
house and other government agencies 
when ¢ nstruction is completed. 


21,831 


$199,510 
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* ALL AMERICAN 
" LIFE & CASUALTY COMPANY BELIEVES... * 
* 
- “You deserve to own your own business " 
*k .-.not just rent it!” * 


* 


* 


* * 
7 € ace oe * 


Why not investigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 









rey 
Es 


standing contracts and policies of All American Life & Casualty Company. 


WRITE: 

Mr. E. E. Ballard, President, All American 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 





ALL. AMERICAN 


Ky 
LUC CK} Y MIU ly CNYICANY CHICAGO, ILLINOIS 


PARK RIDGE, ILLINOIS 


General Offices: ALL AMERICAN BUILDING, 














ACTUARIES 








Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 


E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


RINTYE, STRIBLING 


& ASSOCIATES 
Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. Atlanta 
JAckson 3-7771 








COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 


Src Shen & G 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 








Harry S. Tressel & Associates 
—— Actuaries 
Pension tants 
10 S. LaSalle St., Chicago 3, Mlinois 











- Harry S. Tressel, M.C.A. Irma Kr 
Market Street National Bank Building Alan K. Peterson, AS.A. E J. Pilsudski 
Philadelphia 3, Pa. Rittenheuse 6-7014 . W. Sneed Wm. P. Kelly 
FRanklin 2 
Haight, Davis & Haight, Inc. Wolfe, Corcoran and Linder 


Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








Consulting Actuaries 
Insurance Accountants 
Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 

















The reward that won't fit in his wallet 


The members of New England Life’s Hall of Fame 
are eminently successful. Each has sold a million 
dollars or more of Ordinary in the New England 
during a calendar year. They do more than set the 
standards for New England Life representation. 
They also have a program for helping less experienced 
agents to meet these standards. Here are suggestions 
for carrying out this program which appear in the 
Roster Book of the Hall of Fame. 


e Select one of the newest men in your agency, some- 
one still in training. 


e Check over his personal file. Learn all about his 
background, his wife’s name, what school he went to, 
organizations — everything. 

e Invite him to lunch at some nice spot and talk 
salesmanship. Find out both his strong points and his 
weaknesses. Get the facts on his current prospects 
and interviews. 


e What can you do to help him right now? 


e Keep an eye on his production the next few weeks. 
Be the first (and perhaps the only one) to congratu- 
late him on each success. 


e From now on it may be your advice, sales tips, 
inspiration, even your moral support, that may 
change this man’s entire sales-success picture. 


This is no magic formula, but it can bring to any 
successful man a reward far too big for his wallet. 





NEW ENGLAND 
Mill LY FE fae ver 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA? 1838 
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